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A Good Screen Door Set to Sell 


National No. 91 


It is good looking and will keep its 


Your customers will like this National Set 
good looks. Its hinges are plenty big enough, yet not too big. The hinge pins are 
loose, which makes it unnecessary to take out the screws to remove the door, and its 


spring is a strong one, capable of sharply closing any door 
Screws, hooks and eyes are nickeled, and everything comes neatly packed in one 


You can’t do better than sell this 


carton. 
There'll be many calls for Screen Door Sets 
There is an increased profit in it because we supply you direct, which enables 





one. 
you to buy at a saving. 
Why not send for a National Catalog and see the rest of our line 
Sterling, Illinois 


National Manufacturing Company 
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Jacksonville Convention 


Reflects Business 


Confidence 


W. M. Pitkin, retiring president Southern 
Hardware Jobbers’ Association 


Southern Hardware Jobbers and American 
Hardware Manufacturers Hold Big Joint 
Meetings Under Happy Auspices—Many 


G. A. Trumbull, president Southern Hard- 
ware Jobbers’ Association 


HE “best convention ever.” That was the unani- 

mous verdict of those fortunate enough to at- 

tend the convention of the Southern Hardware 
Jobbers’ Association and the American Hardware 
Manufacturers’ Association, held at Jacksonville, Fla., 
April 24, 25, 26, 27. 

Much of the general air of good feeling which pre- 
vailed was traceable to the fact that conditions south 
of Mason and Dixon’s Line have steadily improved 
during the past year. The old, worried look was no 
longer in evidence. The Southern Jobbers were, as 
Retiring President W. M. Pitkin aptly expressed it, 
in a contented frame of mind. They were “optimis- 
tically conservative” and “conservatively optimistic.” 
They knew that business was good and were confi- 
dent that it would remain good. They were frankly 
ready for both business and pleasure. 

As for the manufacturers, the smile on the face of 
President Isaac Black indicated that the members of 
his association reflected a similar feeling. Everybody 
was happy. 

Jacksonville proved an ideal convention city. It 
possesses a wonderful climate, plenty of good hotels, 
and an unlimited supply of genuine Southern hospi- 
tality. With such a setting no convention could fail 
to register success. 

Naturally, the attendance was good. Jobbers and 
manufacturers came drifting in from all points of the 


Important Business Problems Discussed— 


G. A. Trumbull Heads Jobbers’ Ass'n 


compass, by rail, by automobile, and by boat, and 
when the first session was called to order it was a 
case of standing-room only. In fact, all the sessions 
were well attended, particularly those in which both 
manufacturers and jobbers participated. The pro- 
grams teemed with interesting addresses, covering 
conditions in the various fields of the trade, and keen 
interest was manifested in the discussions of present 
day business problems. Meanwhile the spirit of good- 
fellowship, which prevailed at unofficial group meet- 
ings in the hotel lobbies, indicated more forcibly than 
words the state of mind of those present. 

The entertainment features were of a high order 
and were thoroughly appreciated. There were de- 
lightful auto rides, shopping tours and card parties 
for the ladies, informal and formal dancing parties 
for all at Jacksonville’s leading hotels, and a wonder- 
ful boat ride down the busy St. John’s River. There 
were side trips to St. Augustine with its historic foun- 
tain of youth, and last but not least, a never-to-be- 
forgotten afternoon spent in the surf at Pablo Beach. 

It would take a book to record all the good times 
and good things on tap. Suffice it to say that nobody 
came away from Jacksonville disappointed from either 
the standpoint of business or pleasure. 

The pages which follow give in detail the workings 
of the convention in its various sessions. They should 
be read with keen interest by the entire trade. 








E. H. Chapman, N. A. 
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Gladding, S. L. Webster and K. W. Atkins, 


E. C. Atkins Co. 


The American Hardware Manufac- 
turers’ Association and the Southern 
Hardware Jobbers’ Association met in 
joint session on Tuesday, April 24, at 
the Duval Theater at 10 a. m. The 
meeting was presided over by W. M. 
Pitkin, president of the association. 

President Pitkin introduced the Rev. 
Dr. Chas. W. Frazer of the Episcopal 
Church of Jacksonville, who delivered 
an invocation. This was followed by 
the delegates and visitors singing two 
verses of “America.” President Pitkin 
then addressed the meeting. He said 
in part: 


Pitkin Comments on Improved 
Conditions 


“To start with, what a happy situa- 
tion it is to feel at this convention 
that we are not suffering from tuber- 
culosis of the pocket book as we were 
at our last meeting. We are at this 
time living on the fat of the land, and 
the only hungry expressions that any 
of us possess are from those who are 
trying to play thirty-six hole golf when 
we should be tackling but eighteen, on 
account of the advance of years, or 


that expression which comes after fig- | 


uring up how much one has made that 
has to be turned in to the United States 
Treasury. 

“We have before us the greatest 
illustration of the marvelous resources 
of the most marvelous country in the 
world. Speaking locally, a few years 
ago the sugar planters in the State of 
Louisiana considered themselves, to 
use a common expression, broke. To- 
day you could borrow money from them 
with proper security. Look at cotton, 
what it was a few years ago. Today 
cotton is at a price beyond the wishes 
of most people, and it went up again 
yesterday. So there is a feeling that 
by holding on all will be well. 


Optimistic Conservatism 


“The trouble has been when we do 
get prosperity—in the past—it takes 
on a speculative atmosphere. It has 
been a common thing to call it op- 
timism, but that word has been over- 
done, and I think a word like ‘content- 
ment’ or ‘comfort’ would be a better 
word to introduce to get away from 
the word optimism which is used morn- 
ing, noon and night. We might use 
the words that we should be conserva- 
tively optimistic, or optimistically con- 
servative, whichever way you want to 


put it, but either fits the case, because 
times are coming so that there is no 
use trying to break the market or 
corner the market or do anything 
speculative. We all know and feel, 
rather, that there is no danger in the 
present market conditions. The thing 
to do, as far as the future is concerned, 
is to divorce one’s mind from the 














Isaac Black, president, American 
Hardware Manufacturers’ Ass’n 


greedy idea—what one might do, in 
fact, to discuss that from the stand- 
point of safety coupled with common 
sense.” 

He then went on to comment on 
the fact that many manufacturers 
were allowing themselves to get away 
from the proper channels of distribu- 
tion. He stated also that hardware 
distribution was of so general a nature 
that one could visit almost any general 
store and find almost anything in the 
way of hardware he desired. He con- 
cluded his address by commenting on 
the value of conventions and by urging 
a strict observance of the Golden Rule. 

President Pitkin then introduced 
Isaac Black, president of the American 
Hardware Manufacturers’ Association. 

Mr. Black said in part: 

“T will not attempt to tell you any- 
thing about the manufacturers’ prob- 
lems, but I would like to say in public 
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that there is not a shortage of coal; 
neither is there a shortage of labor or 
of raw materials. The only sad condi- 
tion that we face at the present time 
is the wonderful expansion, which is 
putting upon the manufacturers of this 
country an excessive burden in trying 
to keep up with their orders. I want 
to assure you all that we are working 
overtime trying to catch up with this 
excessive demand on business. It has 
gone a little beyond our horizon, and 
while we in the North, where most 
of the manufacturing is done, try to 
keep our fingers on the pulse of the 
situation the. growth has been so rapid 
that we have hardly been able to keep 
up with it. 

“Certainly you gentlemen know that 
this is not a speculative market, not 
a time for speculative buying, but you 
do want to have the goods necessary 
to meet the demands now present. It 
is your business as business men to 
appreciate the opportunities that pre- 
sent themselves, and these opportuni- 
ties are here now. As to maintaining 
this swing upward, and whether the 
buying and selling movement will con- 
tinue is problematic, and that too is in 
your hands and it is subject to your 
own thoughts and your own intelligent 
study of the situation. 

“Mr. Pitkin again in referring to the 
decimal system not only referred to 
it from the standpoint of an advance 
in prices. Undoubtedly in our sessions 
we will have quite a full discussion of 
the decimal system, but I think that I 
am safe in saying that I voice the 
opinion of the jobbers, retailers and 
manufacturers in saying that I do not 
think it is possible to make a con- 
glomerate massing of this thing. You 
gentlemen have got to fight that out 
for yourselves. There have been articles 
presented on both sides. As I under- 
stand it, the trade papers will take it 
up and present opinions and views in 
some of the issues to come, so that will 
be a matter of discussion.” 


Heitmann Hits Political Parasites 


President Pitkin then _ introduced 
F. A. Heitmann, president of the Na- 
tional Hardware Association of the 
United States, who spoke as follows: 

“We all know that we are suffering 
from inflation. Who is responsible for 
the inflation is another proposition. 
We all know that we went through a 


L. B. Jackson, Wickwire Spencer Steel 
Corp. and C. B. Stinson, The Con- 
tinental Co. 
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period of deflation a few years ago 
and we all know what happened. Many 
of us are now looking forward to a 
recurrence of this in the near future. 

“T want to tell you that in my twenty- 
five years’ experience in trade organiza- 
tion work we have always had the one 
slogan ‘No politics in hardware; no 
politics in business,’ but I want to 
call your attention to the’ fact—a 
real fact—that has caused more in- 
flation and deflation of profits than any 
other one thing, and that is the para- 
sites in politics. With all due respect 
to a few men occupying high positions, 
we cannot lose sight or overlook the 
people who go there with a local propo- 
sition only and form blocs. 

“T want to tell you that the next in- 
flation of prices is not going to be a 
comparison to the last. I want to call 
your attention to something you have 
not thought about perhaps; you realize 
that after this wonderful prosperous 
period we have had and we made a few 
dollars, and after we got through pay- 
ing excess taxes and everything else, 
when deflation came we still had a little 
money left. 

“We find that it now takes every 
dollar that we made to buy goods at 
the present prices and pay the high 
cost of freight, which is higher than 
we have paid for many years. Manu- 
facturers and jobbers are paying their 
traveling men more than they ever 
paid before. We have come to a time 
when skilled salesmen and other edu- 
cated men in various walks of life are 
being paid less than the common 
laborer; that if they were all paid 
alike we could not live under it. You 
have trained men working in banks 
and in other occupations earning less 
than the common laborer will make in 
a rolling mill. Do you mean to tell 
me that is sound? Gentlemen, it is up 
to us to protect ourselves.” 

President Pitkin then introduced 
John A. Harvin of Houston, Texas, 
who invited the delegates to attend the 
meeting of the Southern Supply and 
Machinery Dealers’ Association in 
Cincinnati in May. 

The meeting then adjourned to meet 
in executive session at 2 p. m. 


The Executive Session 
The jobbers met in executive session 


at 2:30 p. m. 
President Pitkin opened the meeting 


F. E. Pharr, Buhrman-Pharr Hard- 
ware Co., Bailey Gordon, Southern 
Cooperation Foundry Co. 
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B. Morrison, Fones 
Bros. Hardware 
Co.; P. M. Atkins, 
Monroe Hardware 
Co., and Joe Con- 
nors, The Union 
Fork & Hoe Co. 














with a brief address in which he said 
he thought the association could 
be made a wonderful factor not only 
as an association but for each ind‘vi- 
dual concern if sufficient importance 
was given to the various committees. 
He urged the members when they had 
any criticisms or suggest’ons to make 
for the good of the association not to 





Mr. and Mrs. M. J. Lacey, Corning 
Glass Works, Pyrex Division 


F. G. Railey, Railey-Karlam Hard- 

ware Co.; Bob Hicks, Russell ¢€ 

Erwin Mfg. Co., and M. W. Graham. 
The S. B. Hubbard Co 


hesitate to forward them to the secre- 
tary for consideration. 


Southern Jobbers in Flourishing 
Condition 


Secretary-Treasurer John Donnan 
then read his report. He reported the 
association to be in a flourishing con- 
dition, and said he felt that each mem- 
ber was becoming more appreciative of 
the benefits which accrue to them by 
reason of their connection with the or 
ganization. He said that relations with 
the manufacturers continue to be of 
the most pleasant character; that the 
membership had availed themselves 
very frequently of the opportunity of- 
fered of sending lists of their surplus 
stocks out through the secretary’s of 
fice. 

He also said, “Another question was 


brought to your attention by the presi- 
dent on Sept. 19, namely, that he 
wished to obtain from our~- membership 
an expression of their wishes in regard 
to a unit system of prices as instituted 
by some manufacturers. Replies re- 
ceived indicate that our members were 
opposed to any change. This, however, 
is a question which should be discussed 
with the manufacturers, especially as 
the National Retail Association seems 
to be in favor of the change.” 

The report of the executive commit- 
tee was then read, which was, on mo- 
tion, accepted, with the understanding 
that it would be taken up and discussed 
in detail at a future session. 

Various reports of standing commit- 
tees were then received. 


Tribute to Deceased Members 


President Pitkin asked to be allowed 
to interrupt the regular program by 
announcing the deaths during the past 
year of several members of the associa- 
tion. While the list was being read 
the delegates arose in their seats. 
President Pitkin reported the following 
deaths: S. B. Hubbard, of the S. B. 
Hubbard Co., Jacksonville, Fla.; R. M. 
Herford, Murray-Brooks Hardware 
Co., Lake Charles, La.; F. B. Dunlop, 
Speer Hardware Co., Fort Smith, Ark.; 
H. M. Worthan, Dunlap Hardware Co., 
Macon, Ga.; J. J. Mandlebaum, Fones 
Bros. Hardware Co., Little Rock, Ark. 

The chairman also reported the death 
of John K. Wilson of Baltimore, Md., 
a personal friend of many members 
of the association; also C. D. Wilson 
of Atlanta, who was well known to the 
Southern trade. 

A recess was then taken until Wed- 
nesday morning. . 


Manufacturers’ Executive Session 


The executive session of the 
American Hardware Manufacturers’ 
Association was held Tuesday after- 
noon, April 24, and was called 
to order by President Black. The 
special feature was an address by 
Murray Sargent, Sargent’ & Co., upon 
the subject of decimal pricing and 
packing. The attendance was compar- 
atively light and while everyone there 
was interested in the discussion, and 
felt that both those in favor of that 
system and those who opposed it, or 
who were opposed to making a change 
at this time, had greatly profited by 
the discussion, it was felt that because 
of the small number in the room at 
the time as ycompared with the size 
of the association, no action should 
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Sandy Mackay, Cor- E. J. Derbes, Wall 
Rope Works, Inc, 
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Baldwin Tool Works 
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M. Wood, 
The Waterbury Co. 









Charles H. Ireland, 
Odell Hardware Co. 
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G. Wayland-Smith, 
OneidaCommunity, Ltd. 





Houston Dudley, 
Gray & Dudley 
Hardware Co. 


Frank G. Davis, 
Davis-George Mfg. 
Co., Hardware Co. 


be taken by the association as such 
upon the subject at this time. 

The meeting then adjourned to meet 
in combined executive session with the 
Southern Hardware Jobbers’ Associa- 
tion on Wednesday, April 25, at 11 a. m. 


Murray Sargent Talks on Distribution 


On Wednesday morning, April 25, 
the Jobbers’ Association and the Manu- 
facturers’ Association met in execu- 
tive session at 9:30 a. m. The meet- 
ing was called to order by President 
Pitkin of the Jobbers’ Association, who 
introduced Murray Sargent, of Sargent 
& Company, New Haven, Conn., who 
said: 

“During the last thirty years we 
have witnessed the development of 
some new and interesting ideas in 
distribution methods. Some of these 
appear to have been remarkably suc- 
cessful. Some are still in an experi- 
mental or embryonic condition. What- 
ever may be our own _ individual 
opinions as to the favorable or un- 
favorable reaction on our own orga- 
nizations of these distributing or mer- 
chandising methods, it seems obvious 
that where they have had rapid and 
consistent growth. This growth is in 
itself sufficient proof that they are fill- 
ing a definite need in the business 
world and to that extent serving the 
public. 

“Many of us in the selling game have 
found that it is well worth while to 
study some of this newly developed 
merchandising, for we discover it tells 
us something as to the creation of in- 
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Ferdinand Grimm, 
Buffalo Wire 
Works Co. 


R. L. Wylly, 
Albany Hardware 
& Mill Supply Co. 





C. A. Pound, 


N. A. Gladding, 
E. Baird were 
0. 


C. Atkins & 
Co., Inc. 


dex demand and larger markets for 
products, and a great deal as to ex- 
pense of doing business, and about 
turnover. Here, after all, is the goal 
to aim for—increased turnover always 
at a profit. 


Quality and Price 


“The merchant who can bring to the 
public the right goods at the right 
price, quality considered, is bound to 
succeed. It is not, however enough 
that a merchandising method be sound, 
it must be efficiently and effectively 
carried through. We may say then 
that the success of a method of dis- 
tribution depends on the extent in 
which it meets the test of economic 
soundness and efficient management. 


The Jobber a Stabilizer 


“Let us consider the function of the 
jobber in the chain of distribution. 
The jobber is a stabilizer. His posi- 
tion, midway between the manufac- 
turer and the retailer, helps to keep 
an even flow of business. His contact 
with and knowledge of broader market 
should enable him to anticipate the 
needs of his customers more accurately 
and further ahead than the retailer. 
His greater financial strength enables 
him to buy ahead when he sees heavy 
demand coming. With a well rounded 
jobber’s stock to draw from, there is 
no good reason for a retailer to carry 
a heavy stock and risk a sudden slump 
in the local market. It is the jobber’s 
function to build up stocks when prices 
are relatively low and labor is cheap, 
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Old Guard 


























vnntt) 








aS eevee 


Rush Simpson, 
Wimberly &4 Thomas 
Hardware Co. 


John T. Everett, 
C. Hager & Sons 
Hinge Mfg. Co. 


thereby helping the manufacturer to 
keep going and helping to prevent the 
shortage of goods which later demand 
will produce. 

“The day of the jobber’s salesman 
who goes after the largest possible 
order every time he calls on a cus- 
tomer in an effort to load him up, has 
gone by. He has been superseded by the 
salesman who advises with his customer 
as to the proper quantity for him to 
buy and who makes every effort to 
prevent him from overbuying. The 
jobber will not prosper when his cus- 
tomer’s money is tied up in stock. 


Look Out for Obsolete Stock! 


“The jobber is constantly tempted 
by new lines and new devices. The ad- 
vantage of taking up a new item that 
has not been through the grind of 
competition is offset in a measure by 
the losses due to changes which are 
rapid and numerous. Beware of ac- 
cumulating a stock of obsolete equip- 
ment. 

“What is hardware, anyway? It 
may be profitable to carry many of 
these items, but their very magnitude 
and variety tends to spreading too 
thin, as capital has its limits. Then 
the stock of many of the standard 
items takes on the appearance of a 
retailer’s and the jobber fails to func- 
tion properly as a resevoir for the re- 
tailer to draw on. Let me warn you 
emphatically of the unwisdom of going 
shy on light and shelf hardware and 
builders’ hardware in the face of a 
potential demand for building materials 





ea. W. V. Leland, 


Ha Jon . 
whe Jobbers Sales Corp. 


Moore-Handley 
Hardware Co. 
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Frank Smith, 
R. E. Deitz Co. 


“Gene” Raue, 
Payson Mfg. Co. 


that will probably continue through 
this business cycle and probably two 
or three more. 

“It would be interesting if we knew 
what proportion of the average job- 
ber’s salesmen’s time is put in on heavy 
or tonnage goods, which run into money 
faster than into profit. This is stuff 
that takes a lot of warehouse space and 
is expensive, if handled. Sales should 
not be neglected, as this class of ma- 
terial brings up the total of dollars 
and cents. It is my impression that 
because of it honest-to-goodness shelf 
hardware suffers. There is a real op- 
portunity for the jobber’s salesman to 
sell a good grade of material if he will 
take the trouble to do it, not cheap 
street goods but quality hardware, 
brass and bronze—I refer to material 
sold by manufacturers who make their 
own prices, who cannot afford to ask 
you to make their prices for them. 


Cultivate the Use of Better Hardware 


“There is a big campaign on now 
under the auspices of the Copper and 
Brass Research Association forwarding 
the use of brass and bronze instead of 
steel, for all purposes where simple 
durability and non-corrosiveness is re- 
quired or is advantageous. There is 
a tremendous opportunity in this work 
to enlighten the dealer and through him 
the public, on the use of better hard- 


ware. 

“Why not get the benefit of this 
publicity by following it up through 
your salesmen with your customers? 
Hardware in a building represents a 


J. D. Moore, 
Moore-Handley 
Hardware Co. 


Mark Riley, 
Riley & Foster 
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George H. Harper, a 
retiring president of the Old Guard ' 





very small percentage of its cost, let 
us say, somewhere between 1 and 3 per 
cent. The difference between quality 
hardware and the cheaper competitive 
goods is a still smaller percentage of 
the cost of the building, let us say, 
14 of 1 per cent, and yet if properly 
sold to the prospective purchaser it 
ought to be worth at least 1 per cent 
more to him and more if the sale is 
consummated sometime after the erec- 
tion of the building so that the results 
of usage and possible corrosion may 
be seen. 

“And now we come back to the mat- 
ter of turnover. The average buyer 
thinks too much about price. Did you 
ever notice that the reasons given for 
failures as reported by Dun and Brad- 
street include such statements as ‘in- 
sufficient capital,’ ‘insufficient manage- 
ment,’ but never ‘paid too much for 
stock.’ Whether a merchant carries a 
large or small stock, proper assort- 
ment and purchase at the right time 
are prime factors in his success. 

“Reduced investment in comparative- 
ly inactive items will increase turn- 
over. How can we reduce the mer- 
chant’s investment? By elimination. 
I have no doubt that those present here 
today are thoroughly sold on simplifi- 
cation which results indirectly in elimi- 
nation of waste. The more we can 
get away from slow sellers which 
weight down catalogs and shelves, the 
better it will be for manufacturers, 
jobbers and dealers, which means bet- 
ter for the public. 

“IT know that there is a feeling of 
prejudice in some quarters against any 
form of activities emanating from the 
Government Department. It is re- 
grettable but quite understandable that 
this is so. I need not say anything as 
to the type of .nan who occupies the 
position of Secretary of Commerce. It 
is no disparagement to his predecessors 
in that position to say that in every 
way he far outclasses them. Herbert 
Hoover is not only a national but an 
international figure. His attitude to- 
wards business is constructive, help- 
ful and cooperative. His approach to 
a question is economic, not political. 
He offers the tremendous resources of 
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Alexander Vaughan, 

J. E. Haviland, and 

Howard A. Vaughan, 

Vaughan & Bushnell 
Mfg. Co. 


his department for the use of business, 
because he has the vision to see that 
prosperity for business pro bono pub- 
lico. He wants to build, not to destroy. 

“If we want to get the benefit of 
that type of man and that grade of 
ability the time is now. There is no 
telling, of course, how long he will re- 
main in his position, it may be only 
for a few months, two years, perhaps. 
The attitude shown by business toward 
him will go far to determine whether 
the future holders of this portfolio in 
the Cabinet are politicians or econo- 
mists, leaders in future Cabinets or 


T. L. Funderbury, Merritt Hardware 
Co., and J. L. Watson, Dunlop Hard- 
ware Co. 


second raters. If we want Hoover and 
men of his type to represent us, we 
must help him to show that much good 
can be accomplished for business by 
a constructive, consistent policy in the 
Department of Commerce. There is 
another side to this, namely, that there 
are forces in Washington representing 
discontent of a generally destructive 
character. We have an opportunity 
to demonstrate to the public that busi- 
ness is working for its best interest. 
The National Chamber of Commerce, 
better organized than ever, is cooper- 
ating wonderfully with the Department 
of Commerce. 


Attitude of Trade on Decimal System 


“Reference to elimination of waste 
and simplification naturally leads to 
the subject of the decimal or unit sys- 
tem, which I might define as the pric- 
ing of goods by the each, where con- 
venient, or by the hundred. It seems 


R. A. Smith, 
J. P. McKinney, Jr., 
and F. J. Kock of 
McKinney Mfg. Co.; 


A. B.. Peck, 
American Serew Co.; 
C. B. Parsons, 

P. & F. Corbin 
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unnecessary to take the time to dis- 
cuss the various advantages of this 
method of pricing—they are sufficiently 
obvious and have been covered very 
fully in the trade press. 

“Let us consider the attitude of the 
trade generally on this subject. We 
have not only formal votes of approval 
from the American Hardware Manu- 
facturers’ Association, the National 
Hardware Association, which is, of 
course, the jobbers’ association, the 
National Retail Hardware Association, 
and most of the State and local as- 
sociations and the National Association 
of Purchasing Agents. A questionnaire 
recently issued by the Manufacturers’ 
Association shows a vote of 145 favor- 
ing its adoption and 45 opposed. 1} 
believe that a majority of those op- 
posed would favor the pricing but 
might hesitate to give their approval 
to changing their packing units. The 
results of a questionnaire by the Na- 
tional Hardware Association, the Job- 
bers’ Association, have resulted so far 
in 111 members favoring and 20 oppos- 
ing. Here, some, if not most, of those 
who advanced objections are largely in 
from the use of both systems. Already 
a number of manufacturers’ have 
adopted the system. Their testimony 
and that of jobbers and dealers who are 
actually using the system is practical] 
evidence of what is accomplished in 
the way of savings. Those who ap- 
proach the subject from the standpoint. 
of doubt that it will work overlooked 
the fact that it is now working.” 

Following an address by Peter O. 
Knight of Tampa, Fla., the meeting 
then adjourned to participate in a boat 
ride on the river which had been ar- 
ranged for by the entertainment com- 
mittee. 


Yhe Screen Door and Window Situation 


The convention was again called to 
order Thursday, April 26, at 10 o’clock 
in executive session by President W. M. 
Pitkin. 

The President introduced W. D. 
Biggers, secretary and general mana- 
ger of the Continental Company, De- 
troit, Mich., who spoke on the screen 
door and window situation. 

Mr. Biggers said, in part: 

“In regard to the screen door situa- 
tion, on Nov. 25, last, our company 
sent a telegram to practically every 
jobber in the country telling them 
what the company saw coming in the 
way of conditions; that they were 
going to advance prices on Dec. 18. 
We said prices on our line were lower 
than they should be at the present 
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time considering the present cost of 
material and labor, as well as other 
items of expense on which there had 
been recent advances.” 

Mr. Biggers said the object was to 
get goods to the jobbers when they 
needed them and he believed his com- 
pany had succeeded in doing this. He 
said that his company had practically 
nothing in its warehouses, while usu- 
ally at this time of the year there 
was a considerable reserve supply of 
goods. He said his predictions as to 
future conditions were verified by the 
public statements of economists. 

In regard to resale prices he said 
his company was not in a position to 
compel anyone to sell at any stipulated 
price, but they had suggested certain 
resale prices to the trade which he 
noped would be adhered to. 

He spoke about the advancing cost 
of raw ‘material and the necessity of 
laying in a supply of lumber over a 
year ahead in order to meet pros- 
pective demands. This frequently re- 
sulted in having to pay higher prices 
when purchases were made than were 
prevailing when the finished- goods 
were ready for the market. 

He illustrated how apparent gross 
profits were cut down by numerous de- 
ductions necessary to be made before 
the net profit could be correctly ascer- 
tained, indicating that in many 
instances the net profit did not exceed 
5 per cent on the selling price of the 


goods. 
President Pitkin then introduced 
D. A. Merriman, representing the 


American Steel & Wire Co. of Chicago, 
who spoke on nails and wire. 


Transportation Factor in Nail 
Wire Situation 


In regard to the steel industry, Mr. 
Merriman said that he thought the 
peak of’ advance had been practically 
reached. He said the production in 
1922 was the lowest ever known and 
that this had much to do with the short- 
age in 1923, coupled with the fact that 
the country was starved, making the 
present unusual demand impossible. 

He said that one of the great prob- 
lems of the steel companies was that of 
being able to make distribution on 
their products; that it was exceedingly 
difficult at times to secure cars for 
shipments to certain points. He fur- 
thermore added that the supply of 
steel on hand was exceedingly small as 
compared with what they normally 
carried. 


and 


In conclusion he said he thought we 
could fairly say that the future is one 
of prosperity. 

Secretary Donnan then read a letter 
from W. C. Kelly, president of the 
Kelly Axe Manufacturing Company, 
referring to price of axes. Mr. Kelly 
said there had been a heavy demand 
for axes last fall and winter and that 
his company had been unable to in- 
crease production owing to the 





Cc. C. Devall, Doherty Hardware Co., 


H. Gardiner, assistant secre- 
Manufac- 


and §. 
tary, American Hardware 
turers’ Association 


increase in the cost of skilled labor and 
its scarcity. 

Mr. Stratton moved that the secre- 
tary be instructed to send a telegram 
of sympathy to the family of J. J. 
Mandlebaum, of Little Rock, lately de- 
ceased. This motion was unanimously 
adopted. 

The regular program was temporar- 
ily interrupted by a visit to the meet- 
ing of the Old Guard, of which George 


H. Harper was president. Charles H. 
Ireland, of Greensboro, N. C., ad- 
dressed the meeting at length in 


reference to the Old Guard. First he 
referred to a trip he had made to 
Europe, which had impressed him very 
deeply on the advantages enjoyed by 
the people who called themselves 
Americans. He concluded by paying a 
touching tribute to the departed mem- 
bers. 


D. W. Macomber, 
W. T. Williams, 
U. C. Taylor and 


Stanley 8S. Rand, 
Peck, Stow & 
Wilcox Co. 






President Harper, of the Old Guard, 
thanked Mr. Ireland for his address 
and also the association for the privi- 
lege of being entertained by them. 


Elimination of Unnecessary Sizes 


President Pitkin then introduced 
Clyde L. King, who addressed the as- 
sociation on the subject of “The 
Elimination of Unnecessary Sizes.” 
He said in part: 

“T want to illustrate in a way what 
this elimination of unnecessary sizes 
would mean to the jobbers and dis- 
tributors as well as to the manu- 
facturers. 

“At the present time there are about 
400 different sizes and styles of plow 
shapes in the catalogs of the various 
manufacturers. The tendency has been 
to increase instead of decrease those 
sizes. It has come to the point in the 
last three or four years where it is 
almost impossible for the jobber who 
handles steel shapes in quantities to 
intelligently specify for what his trade 
may demand. 

“The manufacturers of shapes have 
recently been checking their records 
and conferring with the steel manu- 
facturers who roll slab for us. We 
have had a great deal of trouble in 
getting slab of sizes that were speci- 
fied for in shapes, and we have pre- 
vailed upon the steel manufacturers to 
line up a schedule of sizes that we 
believe will satisfy the needs of the 
entire Southern States. The manu- 
facturers are preparing a standardized 
list of sizes, that list to also carry the 
net extra on every size, so that dis- 
tributors of these products for our 
factories can buy more _ intelligently 
and can sell much easier for the rea- 
son that you will have only one list 
adopted by all of the manufacturers. 
You can supply those lists to your 
road salesmen and they can very easily 
tell the retailers that these are the 
only shapes that are made. Those 
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ASM, Third Annual Convention, 
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Richmond, Va., June, 5th, 6th and 7th, 1894. Maron, Ga. 





W. P. Smith, Three Decades Ago 
Knoxville, Tenn. 


W. FE. Gibbins, 
pages will stir many memories for the 
older members of the Southern Hardware 
Jobbers’ Association. They are reproduc- 
tions of the pages of the program of the 
third annual convention of the organiza- 
tion held in Richmond, Va., June 5, 6 
and 7, 1894. 
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fy recatat r, Many of the present day members of 


Geo. C. Avery, 


Chattanooga, Tenn. the Southern Hardware Jobbers’ Associa- Lorteriile, Ky 


tion may be seen on these pages as they 
appeared well nigh thirty years ago and 
many old, familiar faces—long since 
vanished—will also be recognized. Some 
of the subjects discussed at this meeting 
will also prove interesting to the reader. 
At any event look them over for they are 
well worth your attention. 
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PLANTERS BYE HOES 


Ine. 8, Clarke, of Clarke Hardware Co. Chairman 
Walter Keith, of J. H. Fall & Co., W. EB. Gibbins, of WoW. Woodrush & Co 
GM. Barnett, of Teague, Harnett & Uo., Clayton Giles. o 
Giles & Murchison. 





TURNING PLOWS 
i . Orin 1. Cottrell, of Cottrell, We nny us & (')., Chairman 
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wate Co.. A HE. Fall of Giray Fall & Ce, 


; STBEL SHAPES 
Fred’k Orgill, of Orgill Bros, Chairman. 
K. M. Dudley, of Dudley Bros. & Black, J. C. Kirkpatrick, of Kirkpatrick 
Hardware Co., Green & Caldwell, Dunlap Hardware Co. 
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Haynes, of Rome Hardware Co., Christian, Beasley & Co, a q 
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(ieo. E. King, of King Hardware Co.. May & Thomas, W. G. Simmons, of 
J. H. Fall & Co., E,W, Ciarke, of E ©. Atkins & Co. 


STRAPS AND T HINGES AND WROUGHT BITS: 


Tabb & Jenkins Hardware Co., Chatrman.s 
1. «. Luttrell, of 8. B. iattret!l & Co., L. Me Beck. of Beck & Grege Hard 
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Columbus, Ga. 
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W.S. Brausford. of Bransford Hardware Co., Chairman. 
Chas. H. Watkins, of Watkins Hardware Co., P. M. Brown, of Brown, Wed- 
dington & Co.,W H. Kettig, of Mitner & Kettig. H. A. Pal- 
mer, of Palmer Hardware Co, 
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4 P.M. Breen 
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W. A. Chenoweth, of Franeis-Chenoweth Hardware Co., Chairman. 
Charles Leonard, J M. Shafer, A. M. Tennison & Son, Teague & seo 


AXES AND ‘HATCHETS. 


W. L. Magill, of Carter-Maeill Hardware Co., Chairman. 
is Sproul, President Anniston Hardware Co., No A. Gladding, Manager 
E.¢. Atkins & Co,, H.G. Lipseomb & Go., Donan & Can- 
non, Joo, KE. Gannaway. 
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Manufactured by Buterprive Manufacturing Co, Stantey, Rule & Lind Co., 
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« MANUFACTURERS.” . pig 
Chairman of Committee, Jno, M. Gray, of firm of Gray, Falls 
& Co., Nashville, Tenn. This committee is composed of one 
member from each city in the South. Its object is to provide 
for a personal acquaintance between all the members of the 
Association and the officers of corporations or inembers of 


Southern Jobbers. These parties will be invited to the mee 
ing at Richmond to a friendly conference relative. to improv- 
ing the present methods of handling said: products. This 
Counnittee will be subdivided so that each line of goods will 


Woodruft 
Kaori, Tenn, 


have a separate Committee. 


“ PAYMENT OF SALARIES TO TRAVELING MEN.” 
Chairman of Committee, John 8. Brown, of firm of George 
Brown, Knoxville, Tenn. This Committee is composed of 
members'who have either adopted, or intend to adopt im- 
proved methods. Its object is to devise plans of equitable 
payment of salaries, dependent upon wef projits realized from, 
sales, in lien of present stipulated salaries and attendant 


expenses, without regard lo wet profiis. 


TERMS ON WHICH GOODS ARE SOLD NOT TO EX- ©. B. Barter. 
CEED SIXTY DAYS.” - aeaant eae 
TO AGREE NOT TO SELL GOODS IN SPRING AND 
EXTEND PAYMENT TO FALL.’ 
TO AGREE NOT TO DATE BILLS AHEAD.” 
TO AGREE TO CHARGE FOR PACKAGE OR DRAY- 


A 


JECT TO ORDER, OR ‘RETURNED BY CUSTO- 

MER 

Chairman of Committee, Ex-President W. E, Gibbins, of firm 
W. W. Woodrufl & Co., Knoxville?Teun. This Committee 

is composed of one member form each city. [ts object is to 


on ee Edmund Orqitl, ‘ 
form terms upon which to. sell goods; to eliminate Vemphix, Tenn 


the present excessive time given by some houses, hy making 


time not longer than sixty days. It bas been realized that 


ong tine and short profits are not eondueive to satisfactory 


results, 


TRADE ASSOCIATIONS’ 
Chairman of Committee, Major Edward Butord, of firm Bu- 
ford Bros, Nashville, Tenn, This Committee is composed of 
members from eities where Local Associations exist. Its ob- 
ject is to. place before the Associatjon exhaustive reasons that 
kindlicr feelings for compecitors and pecuniary. benefits have 


followed from frequent friendly conference. 


CREDITS AND THEIR APPLICATIONS,’ ase 
Chairman of Committee, N. A, Gladding, Manager BE. C, 
\tkins & Co., Memphis, Tenn. This Committee is composed 
of members who are the credit men of firms in various cities. 
They will present-to the Association through their Committee 
brief reports of their daily experiences on above subjects, and 


some of the results, 


“SYNDICATE BUYERS-- THEIR CONNECTIONS AND 
METHODS OF BUSINESS.’ 

Chairmah of Committee, J. J. Mandlebaum, Seeretary®Fones 

Bros. Hardware Co. Litde Roek, Ark. .This Committee is 

composed of members whose firms employ Syndicate Bayers, 

Its object is to present a report to the Association which will 

contemplate the correction of the misuse of quotations and 
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LOCAL COMMITTEE ON ENTERTAINMENT. 








CHAS. H. WATKINS, of Watkins Hardware Co., Chairman 
W.S. DONNAN, of W. S: Donnan & Co 
E. pore be JOHN DONNAN, of W. S. Donnan & Co f 
O. L. COTTRELL, of Cottrell, Watkins & Co. Atlanta, Ga 
. W.S. ROBERTSON, of Cottrell, Watkins & Co ; 
Together with ARTHUR B. CLARK, of the Old Do- 
minion tron and Nail Works, and JACOB ANDERSON, of 
the Tredegar Co 










The Tredegar Company wil! entertain the Asso- 
g pan) 





ciation with a river excursion to Dutch Gap and other points 






Douglas Everett, of interest on the James River, June 6 James H. Watt 
Chattanooga, Tenn Norfolk, Va 


The Richmond & Danville R. R. tenders to the 


Association the compliment of an excursion to Chesapeake 
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Bay, via West Point and the historic town of Jamestown 







The Association will be invited to a lunch at the 


Richmond Cedar Works, and to an inspection of that estab- 
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shapes are coming out right, we be- 
lieve. They are going *o be practical. 
The factories are asking the jobbers 
to cooperate with us to that extent by 
adopting the schedule and cooperating 
with us to maintain it.” 


President Pitkin then introduced 





I’. A. Searle, vice-president, Landers, 


rary & Clark, New Britain, Conn., 
who spoke on “The Cutlery Situation.” 


Facts About Cutlery 


Mr. Searle in the course of his ad- 
dress said: 

“The cutlery situation as I see it 
today, is that during the so-called de- 
flation period of 1921 and the first half 
of 1922, stocks were allowed to run 
down below a_ reasonable normal. 
With an increasing demand for con- 
sumption came a_ realization that 
stocks were low for even a normal con- 
sumption. Buying began cautiously 
because our recent experience in writ- 
ing down inventories only covered 
actual demands. When confidence in 
prices became somewhat restored buy- 
ing to build a normal stock began, be- 
came accumulative and here we are 
row. 

“Good cutlers cannot be made in a 
month or a year or several years. Th» 
present capacity of production by the 
cutlery industry, in my opinion, is 
more than equal to the normal con- 
sumption. It takes time to completely 
turn out a piece of table, kitchen or 
butchers’ cutlery. The steel for blades 
must be ordered months ahead. The 
handles, if of wood, a year ahead, to 
get it properly cured and seasoned, 
and if of celluloid, the material should 
dry and season for several years be- 
fore being used for knife handles. 
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George F. Weipert, 
Sargent & Co., 
and Mr. and Mrs. 
Frederick H. 
Stevens, 

O. B. North & Co. 


What then is the present status? And 
what should the jobber of cutlery do 
about it? 

“Labor of all kinds has become 
scarce; wages are being increased; 
costs are rising. We are in the midst 
of good business. My opinion is that 
each jobber should order according to 
his normal requirements—order as far 


T. James Fernley, 
secretary ; 

F. A. Heitmann, 
president 
National Hardware 
Ass’n of U. 8.; 
Paul H. Reynolds, 
The Gendron 
Wheel Co.; 

J. H. Holcomb, 
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Mfg. Co. 


ahead as his sales records warrant, 
and not speculate on any problematical 
increase in prices. Responsible manu- 
facturers will not increase the prices 
until they are compelled to by in- 
creased costs, and increased costs are 
usually very closely related to specu- 
lative demands. 

“Enough cutlery can be made today 
by existing facilities to supply reason- 
able demands for consumption as fast 
as required, provided only that orders 
are placed with the manvufacturers 
regularly, and far enough ahead to 
permit the manufacturers to assemble 
the materials and work them into fin- 
ished products. 

“The noticeable development in both 
jobbing and retail trade, which seems 
to be growing, of the policy of confin- 
ing lines of cutlery to one or a very 
few manufacturers certainly tends to 
stabilize conditions. 

“Tt effectively reduces the amount of 


W. W. French, 
Moore-Handley 
Hardware Co.; 
W. C. Perkins and 
John P. Cotchett, 
American Chain 
Co., Ine. 
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stock carried and consequently the 
amount of capital invested, and obvi- 
ously increases the turnover. It pre- 
vents duplication of stock, assures 
uniformity in color of products, as well 
as of boxing, labelling, ete. It reduces 
cost of storage, of handling for ship- 
ment, and enables a merchant promptly 
to place responsibility for errors in 
shipment, packing, labelling or de- 
fective goods. 

“It also enables the manufacturer 
to cooperate more confidently and ef- 
ficiently in sales helps of all kinds. 
The two most vital essentials in trade 
we all recognize are quality of product 
and service. A high quality in cutlery 


is a product born only of experience 
and skilled workmanship. A high qual- 
ity of service is dependent on well 
assorted stocks, economically handled 
and quickly delivered. A cutlery stock 
concentrated in the fewest necessary 





lines of manufacture lends itself to 
these ends, 

“We have a slogan or an axiom that 
the housekeeping business is the 
largest business in the world. I won- 
der if the hardware men realize that 
there are 30,000,000 homes in this 
country where the business of house- 
keeping is going on every day, rain or 
shine, in good times and in poor times. 
This business should have the best 
equipment and if the men were doing 
it they would insist upon it. Poor 
knives are poor equipment. A kitchen 
paring knife used to slice beef is 
poor equipment. A butcher knife used 
to pare potatoes is poor equipment. 
A carving knife used to open a can 
of fruit is poor equipment. 

“Why should not the housekeeper 
have proper tools for the housekeeping 
business? Why should not the hard- 
ware men lead in the business of 


educating the housekeepers in the use 
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of the best tools for their business and 
supplying them? We talk much about 
the value of service. What better op- 
portunity for service exists than to 
help lighten the labors and raise the 
standards of the largest and most gen- 
erally distributed business in the 
world? And the reliable manufactur- 
ers of fine cutlery welcome the oppor- 
tunity to cooperate fully with you to 
this end.” 


The Truth About Chain Prices 


President Pitkin then introduced 
W. C. Perkins, district sales manager, 
American Chain Company, Bridgeport, 
Conn., who spoke on the subject of 
“The Chain Situation.” He said in 
part: 

“Two years ago when the prices of 
certain chain products were reduced 
20 per cent, this was accepted by the 
jobber without objection. The further 
downward price revision of a_ like 
amount last year was accepted as a 
matter of course. Now when the re- 
versal of production costs makes 
further reductions impracticable, but 
some advances necessary, we find some 
of you gentlemen talking about in- 
flated values, unwarranted increases, 
buyers’ strikes and using other de- 
seriptive terms that are not helpful to 
clarify the atmosphere. 

“IT was very much interested in the 
study of a chart published in the 
Washington Post portraying the com- 
parative advances in certain groups, 
which showed an average advance of 
but 12 per cent since March, 1922. The 
eight groups treated were farm prod- 
ucts, food, clothing, fuel, metals, build- 
ing materials, chemicals and furniture. 
It was interesting further to note that 
in comparison with the price levels of 
1913, the metals group show advances 
today averaging but 49 per cent, 
whereas clothing shows 101 per cent, 
fuel, 106 per cent; building materials, 
98 per cent, and furniture, 85 per 
cent; farm products are 43 per cent 
higher, with later returns to be added, 
these nearly keeping pace with the 
metals group. 


Some Comparative Figures 


“I am disappointed in finding I do 
not have with me comparative figures 
on chain prices extending back to 
1918, but ask you to note that pound 
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J. F. White, 
Knight € Wall Co., 
W. T. Parsons, 
The S. B. Hubbard 
Co., and 
James Hutchinson, 
The Stanley 
Works 


chain, comprehending in this term coil 
chain, wagon chains, conveyor chain, 
railroad chains, etc., is $31 per ton less 
today than the prices in effect in 1917. 
Let me call your attention to another 
fact in connection with this particular 
chain group. The prices announced 
Jan. 12, 1922, with the exception of 
a nominal advance of 50 cents per 100 
lb. in September, were maintained 
throughout the year, and the further 





George N. Allen, J. Wiss & Sons Co., 
and A. E. Meigs, Keystone Steel € 
Wire Co. 


minimum advance of 25 cents per 100 
lb. on Jan. 3, of this year, reflects the 
principle of not. asking more than is 
fair, and only what is warranted by 
costs of production. 

“We have at various times, as we 
did in the matter of trace chains 
during the past season, absorbed in- 
creased costs of production that we 
would have been fully justified in pass- 
ing to you through advanced prices, 
but all our advances in prices have 
been and will continue to be made ef- 
fective only as they reflect increased 
cost on material, labor and other items 
of production expense. 

“This same conservative attitude, 


Mr. and Mrs 
W. E. Biggers and 
W. D. Biggers, 
The Continental 
Co. 
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and effort to effect market stability, 
has been given expression in the prices 
we have announced in tie outs, halter 
chains, well chain, porch swing chains 
and the multitudinous number of items 
comprehended in our line. 

“T need hardly refer to our tire chain 
program, which is known to most of 
you. Under date of April 18, we an- 
nounced to our distributors our prices 
and program, the former being a re- 
affirmation of the prices announced 
last August, with some slight change 
in lists applying to Weed Chains for 
pneumatic and solid truck tires. Our 
prices are guaranteed to Jan. 1, 1924, 
and any stock on hand that date pur- 
chased on and after March 1, 1923, will 
be adjusted in the event of a decline. 

“The price situation on this line 
since August has been generally satis- 
factory, notwithstanding the strenuous 
efforts of certain dealers, continuing to 
the present day, to obtain price con- 
cessions to which they are not entitled. 

“This brings me to the subject of 
Elweltra trace chains, upon which I 
wish to voice some very definite obser- 
vations, and pass an equally definite 
obligation to you, for there is where 
it now belongs. 

“Our program on this line continues 
as heretofore, and the prices an- 
nounced April 2 show an advance of 
10 cents per pair on numbers 2 and 1, 
and 20 cents per pair on number 
nought. The discount of 20 per cent 
from list prices continues as formerly. 
We are now operating our trace chain 
equipment on a fixed production sched- 
ule, accumulating stock to meet your 
requirements, and you need not hesi- 
tate to place specifications covering 
your entire season’s requirements. All 
evidence points to continued good busi- 
ness conditions, and we do not hesitate 
to recommend the placing of your 
orders now. At these prices we will 
accept specifications for shipment at 
specified dates, up to March, 1924. 
Whether these prices will continue 
throughout’the season I cannot say. 

“In this connection let me ask you 
to keep it in mind that last year we 
reduced prices on this item 20 per cent. 
The year previous we made a similar 
reduction, going the limit, as we did in 
each instance, to give you the benefit 
of what savings we could effect. 

“The prices we announced a year 
ago were maintained without change 
for an entire twelve months, nothwith- 
standing increased production costs 
during that period which ate, with a 
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Pat Sweeney, Continental Screw Co., 
and C. R. Eaves, C. R. Eaves & Co 


vigorous appetite, into the margin we 
had allowed for ourselves. 

“This reversal of conditions made the 
advance of April 2 necessary, and con- 
sidered as against advances on some 
other lines during the past year, you 





will agree it was very conservative. 
Some surprise has been expressed that 
it was not more. 

“Our guarantee against decline pro- 
vides that any Elweltra traces pur- 
chased of us on and after April 2, 
1928, and in jobbers’ stock on April 
1, 1924, will be adjusted in case of 
decline when our prices for next season 
are announced on that date. 

“The one schedule of April 2, 1923, 
provides, as, heretofore, a price on 
every size at every jobbing point from 
which these chains are distributed. 
This schedule is worked out on 
equitable a basis as possible.” 


Continued Demand for Wire Cloth 


President Pitkin then introduced C. 
K. Anderson, president of the Ameri- 
can Wire Fabrics Corporation, Chi- 
cago, Ill., who spoke in regard to 
screen wire cloth. 

Mr. Anderson spoke briefly on the 


as 





Witliam Brezette, Manufacturers Iron €& Steel 
Co., and Frank Gould 





. M. Everett, Columbian Rope Co., 
and A. Morgner 


subject. He said he believed that in 
the future the demand was going to be 
just as great as it has been in the 
past. He thought there might be a de- 
cline in buying if building materials 
and labor continue to go up. He did 


Claiborne Watkins 
A. E. Meigs, 
Keystone Steel € 
Wire Co., and 
J. R. Guildener, 
John H. Graham 
€ Co. 





BE. E. Baldwin, 
The Corbin Screw 
Corp. ; 

BE. C. Griswold, 
Corbin Cabinet 
Lock Co., 


and D, E. Farrar, 
The Corbin Screw 
Corp. 


would be 
in his line. 
said he did not think they would 
know for possibly 60 days what 


not think there 
big advance 


any 
He 


advances there might be in 
steel; that, of course, their 
prices must be based on these 
advances. 


There was some further dis- 
cussion by the association of 
an executive character. The 
meeting then adjourned until 
the final session on the follow- 
ing day. 
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G. B. 


Baldwin and Lawrence Baldwin, 
A. Baldwin & Co. 


Manufacturers Hold Executive Session 


A brief executive meeting of the 


American Hardware Manufacturers’ 
Association was held on Thursday 
morning, April 26. Reference was 


made to the convention of the Retail 
Hardware Dealers’ Association to be 
held at Richmond, Va., in June and 
members were urged to be in attend- 
ance at this meeting. The committee 
on resolutions submitted resolutions 
thanking the various organizations and 
individuals that had been instrumental 
in entertaining them while in Jackson- 
ville. Following the adoption of these 
resolutions the American Hardware 
Manufacturers’ Association adjournei 
sine die. 


Sam Stocking, 
A. H. Devney, 
Irving Kemp, 
Evansville Tool 
Works 





The final session of the convention 
took place on Friday morning, April 
27, and was called to order by Presi- 
dent W. M. Pitkin. The president first 
called for the report of the committee 
on resolutions, which was submitted by 
Chairman L. M. Stratton. 

The following resolution was passed: 


Resolutions Adopted 


“Whereas, It has been called to the 
attention of this committee that cer- 
tain manufacturers have adopted 
the policy of selling their goods at 
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prices ruling at date of shipment 
and are accepting orders to be 
shipped only at the convenience of 
the manufacturers, and 

“Whereas, This practice was justi- 
fied during the period of war when 
the resources of our nation were held 
subject to the command of our Gov- 
ernment, but under present condi- 
tions, your committee is of the 
opinion that no emergency exists 
that justifies such a policy on the 
part of any manufacturers. Now, 
therefore, be it 

“RESOLVED: That we hereby record 





W. C. Phlegar, Summers Hardware 
Co., and H. K. Zust, Camillus Cutlery 
Co. 
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Thomas, recommended that the follow- 
ing be elected to office for the ensuing 
year: 


Trumbull Heads Jobbers’ Association 


President, George A. Trumbull, 


Huey & Philp Hardware Co., Dallas, 
Tex.; first 
Lyons, McGowin & Lyons Hardware 
& Supply Co., Mobile, Ala.; second 
vice-president, B. 


vice-president, Mark 


Morrison, Fones 


Bros. Hardware Co., Little Rock, Ark.; 
secretary-treasurer, John 
Richmond, Va. 

Members of executive committee: 


Donnan, 
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Treasurer R. P. Boyd delivered his 
annual report. He said in part: 

“The past year has been one of 
many vicissitudes, but the Old Guard 
has had one of the most active years 
in its history. 

“Our President, George H. Harper, 
with characteristic energy and ability 
has sought to have the Interstate Com- 
merce Commission authorize the rail- 
roads to issue mileage books at 2% 
cents per mile and the order has beer 
made but held up by litigation. Hv 
has also appealed to the Hotel Men’s 
Association for better rates for travel- 














H. J. Allison, Charlotte Hardware 
Co., and R. N. Hicks, Russell 
Evans Co. 


Edward E. Yoder, Barker-Jebbings Hardware 
Co., and John Denholm, Wickwire Spencer Steel 








Henry M. Wilson and H. G. Reinicker, 
John K. Wilson Co. 


WwW. 


our objection to this practice as be- 
ing wholly unnecessary and one that 
will work to the detriment of the 
members of our organization in that 
it will tend to prevent the orderly 
and systematic distribution of the 
articles priced and sold in said 
manner.” 

Resolutions were also passed express- 
ing the appreciation of the association 
to The Merchants’ and Miners’ Trans- 
portation Co., The S. B. Hubbard Co., 
the Florida Hardware Co., to the local 
ladies’ committee, to Henry P. Cheno- 
weth and to R. P. Boyd. All of the 
recipients had been instrumental in en- 
tertaining the delegates and heartily 
deserved the resolutions passed in their 
behalf. 

Following the report of the auditing 
committee, the committee on nomina- 
tions through its chairman, W. C. 


Corp. 








R. Duffey, Nash Hardware Co., and W. H. 
Joslin, Simons, Joslin Co. 


W. C. Thomas, Tampa Hardware Co., 
Tampa, Fla.; John L. Keith, E. L. 
Wilson 
Tex.; L. M. Stratton, Stratton-Warren 
Hardware Co., Memphis, Tenn.; Chas. 
H. Ireland (elected for life), O’Dell 
Hardware Co., Greensboro, N. C. 


Hardware Co., Beaumont, 


All of the nominees were forthwith 


elected unanimously. 


The various newly elected officers, in 


appropriate addresses, thanked the as- 
sociation for the honor conferred upon 
them. 


The convention then adjourned sine 


die. 


Old Guard Holds Meeting 


T= Old Guard met on Thursday 


morning, April 26.. The meeting 


was called to order by President George 
H. Harper following which Secretary- 








O. A. Lqnchantin and James Oliver, 
Oliver Bros., Ine. 


ing men and this effort has met with 
some degree of success. 

“Memorials have been approved for 
four of our deceased members. We 
have suffered great loss in the death 
of three of our older and much beloved 
members, two of whom Messrs. John K. 
Wilson and Chalmers M. King were 
members of the Advisory Board and 
the third, Charles P. Wilson was our 
coldest member in point of years and 
a most general favorite. We mourned 
their loss, for their places cannot be 
filled. We have elected five new mem- 
bers: Daniel H. Havens, Perey C 
Abbott, C. A. Peek, Frank E. Walker 
and Leslie McDonald. We welcome 
them to fellowship in the association. 

‘“‘We have ninety-six active members, 
one honorary member and_severai 
epplications pending. All financial 
obligations, benefits and memorials 
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Charles L. Reierson, Charles P. Catlin, H. T. Strugnell and others of 


have been met upon maturity. We 
have maintained our reserve and are 
free from debt.” 


Fred M. Huggins Elected President 


Following the discussion of routine 
business the meeting passed to the elec- 
tion of officers for the ensuing year 
with the result that the following were 


Arcade Hardware Co. Capi- 
talizes on Big Refrigerator 
Orders 


Y instructing their outside sales- 
man to talk refrigerators when 
selling builders’ hardware to con- 
tractors who are building apart- 
ment houses the Arcade Hardware 
Co., Highland Park, Mich., sold 500 
refrigerators in 1922. Two re- 
frigerators are kept on hand at all 
times and are displayed where they 
may be seen by all who enter the 
store. This salesman also remembers 
gas ranges when selling the con- 
tractors and the store has built up 
a good trade on this item as well. 
Each time the Arcade Hardware 
Co. sells the complete order on re- 
frigerators to the builders of a new 
apartment house it capitalizes on the 
fact. A card is placed on the model 
sold indicating the number that will 
be used in the new house. The 
builder is glad to loan the store a 
picture or drawing of the completed 
house and this adds interest to the 
advertising. This little display in 
the window causes much comment as 
people take a keen interest in apart- 
ment houses even though they may 
own their own homes. The prestige 
gained by -supplying builders with 


elected to office: President, Fred M. 
Huggins, Meridian, Tex.; First Vice- 
President, Joseph H. Grubb, Ardmore, 
Pa.; Second Vice-President, Albert R. 
Sisson, Chattanooga, Tenn.; Secretary- 
Treasurer, R. P. Boyd, Knoxville. 
Tenn.; Chairman, John J. Mapp, New 
Orleans, La. Executive Committee: 
F. Herbert Smith, Providence, R. I.; 





refrigerators in lots of fifty helps 
this store when selling the indi- 
vidual. 


Feature an Out-of-the-Ordi- 
nary Sale 


P. HANSEN, Detroit, Mich., 
esells many guns, rifles and con- 
siderable ammunition and equipment 
during the shooting season. One of 
his customers recently won a prize 
in a target contest and decided that 
it was time to treat himself to a real 
outfit. Mr. Hansen succeeded in in- 
teresting him in a very fine shotgun, 
with a dark, well-grained stock. This 
set came in a leather case and both 
gun and case were equipped with 
gold name plates. The complete out- 
fit cost the sportsman $250. Mr. 
Hansen displayed it on a strip of 
plush cloth in the window. A card 
was placed alongside telling of the 
high quality of the gun and giving 
the name of its purchaser. Another 
card offered to equip others in a simi- 
lar manner. This display tickled the 
customer’s pardonable pride and 
created considerable interest in 
shooting and the necessary equip- 
ment. Mr. Hansen says that a num- 
ber of orders for high grade guns 
were directly traced to this display. 


the Remington Arms Co. force 

N. A. Gladding, Indianapolis, Ind.; H. 
A. Dean, Rome, Ga.; James T. Skelley, 
Wilmington, Del.; and George H. Hill- 
man, Nashville, Tenn. 

Adjournment was then taken and the 
Old Guard repaired in a body to meet 
the manufacturers and jobbers who 
were meeting in joint session at that 
time. 


This Farm Ties Up Its Selling 
with Manufacturer’s 
Publicity 


ANUFACTURERS invest large 
sums of money annually in 
advertising their lines. The wise 
hardware merchant keeps abreast of 
this advertising and links up his 
sales methods with this publicity. 
Leggett - Doll- Foster, Highland 
Park, Mich., read the advertise- 
ments in HARDWARE AGE and often- 
times learn of special drives to sell 
one item during a given period. They 
take advantage of the offers of dis- 
play material and make up an at- 
tractive window trim featuring the 
line in question. They work out 
their local newspaper advertising 
along the lines suggested in the 
manufacturer’s trade paper adver- 
tisement, and have found that this 
is the best method because the manu- 
facturer has spent both time and 
money in getting the best possible 
merchandising slants on his own 
product. In talking to customers 
the staff at this store adapt the 
theme of the manufacturer’s copy. 
They strongly advocate that other 
dealers cash in on this constant op- 
portunity in the trade paper adver- 
tisements. 
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This Toy Department Is Only Two Years Old 
But It Turns a $1000 Stock Three Times 


The David Mahoney Co., Schenectady, N. Y., Finds That It 
Pays to Tie Up Toys with Housefurnishings 
— ‘One Flight Up” Idea Profitable 


enterprising hardware merchant 

has not paraphrased the slogan 
of the florist, and applied it to his 
own toy department. “Say it with 
toys”, is quite as appropriate advice 
for the hardware dealer to give to 
parents as “say it with flowers” is 
for the florist to use when address- 
ing lovers. 

But in spite of the fact that no 
slogans have been used by the hard- 
ware trade in this connection, the 
number of people who buy toys at 
hardware stores is steadily increas- 
ing, because of the number of hard- 
ware firms that stock playthings and 
find them profitable is continually 
becoming larger and more imposing. 

For instance, at the convention of 
the Pennsylvania and Atlantic Sea- 
board Hardware Association last 
February toys were discussed during 


[: seems remarkable that some 
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Every youngster is interested in electric trains and juvenile vehicles. 


the question box sessions, and a 
fairly large percentage of the asso- 
ciation members voiced the opinion 
that toys now constitute one of the 
most attractive lines in the retail 
hardware trade. 

This opinion has _ been stated 
frequently by individual dealers 
through these pages, and if we may 
be permitted to mention another 
specific example, we would like to say 
a few words about the David Ma- 
honey Co. of Schenectady, N. Y. 
This firm started to sell toys two 
years ago in a very small way. It 
was favored with almost immediate 
success, and as a result the toy 
orders it placed last year were twice 
as large as the year before. 


Three Turnovers a Year 


To-day this company carries a 
$1,000 stock of toys all the year 


round, and it turns this stock three 
times annually. The toy department 
at the David Mahoney Co. is on the 
second floor with the housefurnish- 
ings department. Placing the two 
departments on the same floor was 
deliberate. The store enjoys a large 
business in housefurnishings and 
many of the customers are women. 

On the main store floor tools, auto 
accessories and mechanics supplies 
are carried. This floor is always 
busy and mechanics pass in and out 
all day. There is practically nothing 
on the main floor to attract women 
customers. But on the second floor 
the arrangement has been deliber- 
ately planned to interest women to 
make them comfortable, and to ren- 
der every courtesy and attention 
possible. 

Many women naturally take their 
children with them when they go 








That’s why the displays shown on this page stimulated 








toy sales for the David Mahoney Co., Schenectady, N. Y. 
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shopping. On the second floor at the 
Mahoney store a woman may select 
whatever she wants from the display 
tables in the housefurnishings de- 
partment without being distracted 
by her child, because the child is en- 
couraged to play in the toy depart- 
ment until its mother is ready to 
leave and is usually occupied in in- 
specting the toys. 

The result of an arrangement of 
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this kind, as you may have antici- 
pated already, is in no sense detri- 
mental to the sales, prestige and 
growth of the David Mahoney Co. 
It has probably advertised the store 
better than the newspaper and cir- 
cular matter that it uses consistently. 
It has also made the window dis- 
plays more significant to the child- 
ren of Schenectady because when 
they point to a toy through the 
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transparency of glass they are to 
indicate to the slow comprehension 
of a parent their most ardent desire 
in a concrete and convincing form. 
And according to some observers the 
glance that travels from child to 
parent at such a time has seemed to 
express more clearly than words 
what these observers dignify as ‘“‘the 
spirit of the sentiment ‘say it with 
toys.’ ”’ 


Marbles and Tops Help Build This Firm’s Future 


HEN winter passes and spring 

approaches the boys begin to 
play marbles. Leggett-Doll-Foster. 
Highland Park, Mich., sell about $20 
worth of marbles each year. Al- 
though the direct profits are negli- 
gible George Doll says that the house 
breaks even and perhaps slightly 
better. A large crock full of marbles 
is placed in the window. Around the 
base of the crock are tops and top 
strings which serve to add about 


$10 each year to the sales volume. 
A box of “immies” or shooters is 
also on display with a card reading 
“One Cent Each”. 

Mr. Doll tells us that the child 
spending 1 cent for a shooter or 5 
cents for a top is accorded the same 
courtesy as an adult buying on a 
larger scale. The child is the man 
of tomorrow and his purchasing 
power naturally increases with the 
years. The majority of children 


grow up in the same community and 
become in a short time valuable 
customers providing their childhood 
memories speak of courteous treat- 
ment. Even while young the chil- 
dren exert an unrealized amount of 
influence on general household pur- 
chases. Let them tell their parents 
constantly of your kind and friendly 
attention and you will win over their 
parents as steady customers. Mr. 
Doll says it is worth remembering. 


This Display Stopped "Em—The Store Did the Rest 





ee ee 


T’S a pretty sure 

bet that anyone 
who passed this 
window stopped to 
look at the _ dis- 
play. The neat 
thing was to look 
at the various 
articles shown in 
the window. And 
it’s safe to say that 
a goodly number 
entered the store 
and bought some- 
thing. The first 
essential to selling 
is to get them to 
stop. This display 

stopped them 
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NYTHING that is novel and un- 

usual in the way of a window 
display is bound to catch the eye. 
That is what the window trimmer 
of the Rumpel Hardware, Imple- 
ment & Furniture Co., Weston, Mo., 
had in mind when he evolved the out 
of the ordinary display shown on 
this page. 

All of the well known trade marks 
and emblems featured in this dis- 
play were made from aarticles of 
hardware taken from the stock 
carried in the store. 

The “Keen Kutter” insignia at the 
top was made from small brass 
screws taken from dry cell batteries. 
The “Wear Ever” below it was made 
from cotter keys, horseshoe nails, 
japanned turn buttons, round-headed 
stove bolts and screw eyes. The 
“1.H.C.” is formed from large gate 
hooks, 3 in. staples and cup hooks. 
The diamond is made of shells and 
cartridges while the crescent and 
star are made with key chains and 
rings. 

The border is made of forty-two- 
chain belt, halter chain and old style, 
Champion mower section. 

The five points of the star and 
nickel chair leg casters and the star 
itself is underlaid with pearl wire 
cloth and made of screw hooks, screw 
eyes, fish hooks, keys and spring 
colters with an aluminum lemon 
squeezer for the center, 
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City Wide Survey Gives Rechlin Hardware Co. 
Live Prospects for All Lines 


By CHARLES J. HEALE 





Merchant Survey 


City of Bay City 





Name 


Bay City, Mich., 
Firm Is Building 
a Complete List 


Gas Range . OO Shenae iS 
of Prospects Refrigerator f4 

Does House Need Pain New Reofing - V7, 
for All of Its Swe — th th = 
Departments Yue Aauge Ae otal lope 





Phonograph 


Furnace 


Fra [hl Webhaud 


sdares S25 Ptoutoe L0, 0 
Automobile : Ve 


4 Satisf sclory a 
Electric Washer . wy 


ae Cf.t flops. 


All Information 
to Be Placed in 
Card Index and 
Followed Up 
by Mail, ’Phone 


or Visit 








Above is 


formation ready to be 


filled-in slip used by canvasser. Below is same in- 


filed in the card index 





S far as can be ascer- 
tained the first, com- 
plete, city wide Name 

sales survey ever attempt- Address 
ed by a retail concern is 
now in the process of 
completion and the Rech- 
lin Hardware Co., Bay 
City, Mich., is the firm 
that is responsible for it. 

The population of Bay - 
City is about 48,000 and 
it is estimated that there 
are 10,000 families to be 
accounted for. Reference 
to the two illustrated ex- 





‘illiams , Mrs. HL. — 


Phonograph. .... Rb geass ss 


Furnace . 


Gas Range .. 


Owns 


525 Monroe: Sts, - - 


Blectric Washer ....... 


Refrigerator .. Yes aes dod 
Does House Need Paint, Y@S.,. i dasa etee ie 


Need now gas’ Yariges 


Cod Hy* 9/20/25. 


Yes 


Automobile... 
Satisfactory ...... 


New Rooting 


be paid for the following 
day. 

Based on the informa- 
tion contained in the 
penciled slips permanent 
index file cards are made 
in duplicate. These cards 
are listed alphabetically. 
One set of cards will be 
Ko kept handy while the 
other will be placed in the 
fireproof safe. A_ sep- 
arate prospect list was 
made out for each item. 
Take phonographs as an 
example. Each answer in 








hibits reproduced on this 

page will give one some _ under- 
standing of this valuable canvass. 
Think of the possibilities of a sales 
prospect list covering eight or nine 
important and specific lines contain- 
ing 10,000 names. Compare it with 
your own lists in accuracy and see 
if you are as completely equipped 
in comparison with your population. 


How the Survey Was Made 


Ten women were selected to carry 
out the investigation for this sur- 
vey. Each was given a certain dis- 
trict and a quantity of such survey 
cards as are shown on this page. 
Each completely filled-in card was 
paid for at the rate of 2 cents per 
card. 

The investigator copied the ad- 
dress from the house front, learned 
the family name from the house next 
door, asked for the proper initials 


and looked for a garage in the rear. 
One glance about the front room 
would tell if the family had a phono- 
graph or a furnace and if the latter 
which type it was. One look at the 
outside of the house would tell if it 
needed paint or roofing material and 
the card was marked accordingly. 
Each card was initialed and dated 
by the canvasser. 


Permanent Index Kept 


The other questions were answered 
by the lady of the house. Any sales 
tips mentioned in the course of con- 
versation were jotted down under 
“Remarks.” Each morning the re- 
ports were handed in at the store 
and the investigator was given a 
fresh supply of blanks. Names and 
addresses were checked against the 
city directory and the canvassers 
credited with the proper number to 


the negative meant a new 
name for the phonograph prospect 
list. An affirmative answer meant 
a new first class prospect for records 
and phonograph accessories. So on 
down the line for each item. 

Those who had washing machines 
and expressed themselves as being 
satisfied with them were put on the 
electric ironer list. Each satisfied 
customer who uses a washer will 
soon want an ironer because the 
home labor saving instinct works 
quickly on the women who have met 
with success with a washer. 


Quick Follow-Ups 


In many cases a woman would an- 
swer, “Yes, we have a small gas 
range, but we really need a new and 
larger one.” This information would 
be penciled and underlined under the 
heading “Remarks.” The next day 
a ’phone call, personal visit or sales 
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letter would remind that woman of 
gas ranges, 

Specific sales letters will be sent 
constantly from these various pros- 
pect lists. It is planned to circular- 
ize on one item per week. Each pros- 
pect list on the specific item will be 
typed in duplicate so that a copy may 
be filed in the safe to prevent loss. 
Space is provided on the reverse side 
of the file card to indicate the date 
and number of sales letters sent out 
to the prospect. Each item has its 
own line for this data. Any sale in- 
fluenced by the letters sent out will 
be indicated clearly. Ina year’s time 
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the Rechlin Hardware Co. will know 
exactly what their sales letters ac- 
complish and will also know the type 
of letters that sell the goods. This 
prospect list will also be worked by 
means of personal solicitation and by 
phone calls as well. In order to real- 
ize the possibilities of such a system 
let us suppose that a woman whose 
name is known may come into the 
store in search of paint. The refer- 
ence cards being handy the salesman 
could easily get a good sales line on 
her and approach her on some kin- 
dred item that the card indicated was 
needed in her home. 


The Merchandise and Financial 


fee change in discount rate has 
seemed to act somewhat as a 
deterrent to further rapid expansion, 
but the expansion is probably apt to 
go further with a continuance of 
rising prices. 

Gold imports to a certain extent 
will probably continue to come in 
for a time, leading to further credit 
expansion if needed. 

Employment seems to be very 
general and wages on a higher basis 
rather than lower. Production is at 
the maximum. 

Bank deposits have expanded some 
$3,000,000,000 in the year, and they 
are now higher than in the highest 
point of 1920. 

Prices have expanded about 15 
per cent within a year, and in some 
cases the advance has been from 30 
to 50 per cent. 

Maximum Buying Power 

The buying power of the working 
population is up to maximum figures 
on account of high wages and gen- 
eral employment. Farm prices with 
the exception of cotton, however, are 
still depressed and there must come 
a readjustment, which probably will 
take place some time this year. 

To what extent credit expansion 
will take place cannot be foretold, 
but one should watch the reserve 
ratio of the banks, especially the 
Federal Reserve Bank ratio, to judge 
the situation as to credit. 


Prices Depend on Credit Conditions 


Prices may be somewhat stabilized 
for a while around the current level 
if the credit situation is properly 
controlled. 

With easy credit, rather low in- 
terest rates and rising prices, 1923 
should be a year of good business 


By Hon. RoBertT H. TREMAN 
President, Treman, King & Co., Ithaca, N. Y. 


with reasonable margins of profit, 
based more, however, on the turn- 
over than on the profit on individual 
units. 

The upward movement in steel 
prices may continue for a few 
months, but should subside later in 
the year under a smaller demand 
from the railroads, and (if building 
costs continue to advance) less 
building demands. 

The question of a sufficient quan- 
tity of labor and the holding of 
wages in a line with agricultural 
prices is one of the serious problems. 

The probability is that stock mar- 
ket prices will continue to rise for a 
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With the completion of this sur- 
vey the Rechlin Hardware Co. will be 
unusually well equipped to seek new 
business in an intelligent way. The 
firm reports that no trouble has been 
experienced in obtaining the desired 
information. The canvassers ex- 
plain that their mission js in the in- 
terest of determining the househol< 
equipment in use in Bay City and as 
they are of a superior type they are 
usually invited to enter the house. 
In fact, the majority of people 
seemed to be pleased to think that 
they have been considered in such a 
survey. 


Outlook 


while, but the business man should 
note any recession in the stock mar- 
ket prices, and should there be some- 
what more or less of a collapse in 
prices in that market, it should 
serve as a cautionary signal to gen- 
eral business to slow down and con- 
serve its resources. 

That we are now in a period of 
second inflation there can be no 
question. 

Speculation will probably continue 
for a while, but there is enough in 
the situation to justify a warning to 
be cautious and conservative as to 
any extension of business beyond 
the immediate summer. 





Garden Hose Window Display “Sells” Passersby 


HE accompanying illustration 
shows an unusual treatment for 
a garden hose display used by the 
Cook Iron Store Company, Rochester, 
N. Y. All that was needed to make 


this display was the hose itself, a 
small quantity of fine dirt or sand, 
a few paper flowers and some strands 
of string. Nothing more need be 
said for the display speaks for itself. 





This effective yet inexpensive display is of the type that turns onlookers into 


customers for your garden hose 
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Price cards and the springtime setting make this golf display of Morehouse & Wells Co., Decatur, Ill., one to be remembered 





the country like an epidemic. 

It would be just as difficult to 
try to stop the spread of this popu- 
lar sport as it would to make every- 
body stop playing baseball. The 
game first became popular in Scot- 
land but within the space of a very 
few years America has become its 
most enthusiastic supporter. The 
first course was laid out in this coun- 
try just thirty-five years ago. Fig- 
ures recently compiled show that 
there are 1,834 golf courses in the 
United States and only 1,253 in Great 
Britain. 


Golf Links in All Sections 


Today, golf courses are being laid 
out in all sections of the country and 
it is a small town that does not now 
have its golf enthusiasts. 

This simply means that within a 
few years, practically every hard- 
ware store in the country will be in 
a position to sell golf goods. Con- 
sider also, the fact that the best au- 
thorities say that $45,000,000 will 
be spent this year for golf balls and 
clubs in this country and you will 
realize the proportions to which the 
sport and its industry have grown. 

It is interesting to note that thir- 
ty-five years before Columbus discov- 
ered America, golf was the subject 
of an enactment by the Scottish Par- 
liament and the game was in exist- 
ence long before that. Good Scots 


[the golf fever has spread over 


Some Hardware Prescriptions 


for the Golf Epidemic 


say that the game was born in the 
land of the heather, while others say 
it originated in Holland. The first 
course in this country consisted of 
but a few holes and was laid out in 
orchard land at Yonkers, N. Y. 

The game got its real start in this 
country in 1895 when it began to 
spread rapidly to all parts of the 
country. The first courses consisted 
of only five holes but now there are 
690 eighteen-hole and 1,140 nine- 
hole courses. New York leads with 
214, Illinois next with 130, Pennsyl- 
vania third, with 112 and Massa- 
chusetts fourth with 108. Last year 
a Philadelphia club has 30,990 play- 
ers tee off during the first eleven 
months, which is probably a record. 
Another prominent club had 24,753 
tee off for the same period. One 
eastern club in two recent seasons 
put $6,000,000 into its venture and 
prospered. 


In Towns of All Sizes 


Some hardware merchants think 
that golf goods will never be of any 
great profit to them but the chances 
are there will be a demand for this 
line before they know it. Golf has 
filled the large cities and is now mak- 
ing rapid strides in smaller towns 
and even in rural communities. The 
love for the out-of-doors is born in 
everybody and golf courses are doing 
much to make it possible for even the 
smalltown resident to enjoy the game. 


One firm in particular, the Schutt 
Hardware Co., Litchfield, Ill., makes 
it a point to cater to all sportsmen 
and particularly to golfers. Litch- 
field is a town of 6,000 people and 
depends chiefly upon agriculture and 
coal mines. There are three rail- 
roads and an electric line there which 
add to the business of the city. A 
branch factory of a shoe concern and 
also a radiator works which have 
come within recent years have also 
helped. But, Litchfield has a coun- 
try club and a golf course! Of 
course, it is practically new, but it 
is the story that is being told in a 
good many towns of this size in the 
Middle West. 

The hardware man, Mr. Schutt, 
was one of the chartér members of 
the Litchfield golf club. In his hard- 
ware store there is a case, made es- 
pecially to hold golf clubs and golf 
goods. He is taking care of the de- 
mand as a progressive merchant 
should and he finds that it fills out 
his profitable sporting goods lines. 
It is in the small towns that future 
golf development will make rapid 
strides. 

Another Example 


The Morehouse & Wells Co., De- 
catur, Ill, just about sixty miles 
north of Litchfield, also finds golf 
equipment decidedly profitable. The 
population of Decatur is 44,000, and, 
while it is in the midst of an agricul- 
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tural country, there are some very 
large manufacturing industries and 
railroad shops there. Here, of 
course, golf has been established for 
some time and the sale of golf goods 
and supplies is a known quantity. A 
Middle Western city of this size has 
represented within itself practically 
all forms of industry and recreation 
to be found in larger eastern cities 
and according to the population of 
its trading radius serves aS many 
people as larger cities. 

A window display recently in- 
stalled by the Morehouse & Wells Co., 
shows a complete line of golf goods 
and the records prove that the sales 
were heavy enough to warrant spe- 


Nailed Down Boxes Prevent 


Theft of Baseball Gloves 


N order to prevent the theft of 

baseball gloves from their display 
tables the Arcade Hardware Co., 
Highland Park, Mich., has worked 
out a simple solution. About twenty 
gloves at all prices in their original 
cardboard boxes are displayed on a 
large table in the front of the store. 
The cover of each box is inverted 
and is tacked securely to the table 
top. The under part of the box is 
inserted in the inverted cover and 
the glove is placed in this box, set up 
with a piece of display cardboard. 
Should a glove be stolen the empty 
box would quickly tell the story and 
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cial windows for this merchandise. 
The three decorative panels at the 
back, trimmed with spring flowers 
make a wonderful setting for the dis- 
play. All kinds of golf clothing and 
shoes are featured and you will no- 
tice by the sign that golf bags were 
put on special sale. 

From present indications the ex- 
perts who said that $45,000,000 
would be spent for golf clubs and 
balls this season did not make a mis- 
take. Hardware men located near 
golf links can get a goodly portion 
of this money. Many of them will 
get their share because they have 
foreseen the demand. 

The professional, usually employed 


one of the salesman could quickly 
detect the intended theft. 

When a glove is sold from the box 
a replacement is put in immediately. 
One glance at the table and you 
either find each box with a glove in 
it or you know there has been some 
light fingered artist at work. Pre- 
vious to this installation the Arcade 
Hardware Co. lost as much as $50 
worth of gloves a year from theft 
during rush hours Saturday night. 
Charles Holmes, proprietor tells us 
that only one has disappeared since 
the nailed boxes were put in. 

If you have been missing gloves or 
other articles of sporting goods 
equipment it might be well to try 
something along the lines of this 
idea. It won’t hurt to try it out. 
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Although the Schutt 

Hardware Co., Litchfield, 

Iil., is interested in golf 

equipment, it doesn’t for- 

get the other sports. This 

window is ample proof 
of the fact 





by clubs, takes some of this business 
but his day is fast waning as the 
hardware stores are taking up the 
line. A prominent manufacturer 
says that a hardware dealer should 
have a man to sell these lines who 
understands the game and use of 
each club. Anybody who plays golf 
and works in a hardware store is the 
right man for this job and moreover 
he is an enthusiast. A high grade, 
standard line should be carried and 
one that is distributed through the 
recognized channels of distribution. 

Service to the customer will 
greatly increase the business. A 
small buffing machine should be in- 
stalled to clean and polish clubs. 
There should also be the necessary 
equipment to repair clubs, such as 
putting a new shaft in an old head, 
putting on new grips, etc. If this 
service is rendered it would be 
found that a great deal of the busi- 
ness now going to the professionals 
would come to ‘the hardware store. 
Consistent advertising and circular- 
izing members of the local golf club 
will do much toward bringing this 
department into a nice paying propo- 
sition. 

“The Goblins ‘ll get you, if you 
don’t watch out,” while an old, well- 
known saying, applies to the golf 
business, and every hardware mer- 
chant should be prepared because it 
is coming sooner or later and many 
dealers are helping it along. 


Featuring a Special Item Each 


Day 
ANY dealers have found it 
L practical to feature one item 


a day. In other words, “the boss” 
tells the sales force what the item 
is and each time a sale is made the 
special item is called to the custom- 
er’s attention. 

Paul Davis, Waterloo, Iowa, presi- 
dent of the Interstate Merchants 
Council of the Chicago Association 
of Commerce tried this plan with 
good results. Mr. Davis conducts a 
large store and the first day the plan 
was in operation one department 
turned in $51.53 sales that would not 
have been made if the special had 
not been suggested to the customers. 
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High-Pressure Salesmen Who Conceal Terms 
of Sale on Turn-over Orders 


The Salesman Who Agrees to Consign Goods and 
“Guarantee” Sale and Marks It on Retailers’ 
Copy, but Omits It from Jobbers’ “Turn- 
over’ Copy—The Fellow Who Promises 
Advertising and Special Discounts 
‘—All Factors in the Returned 
Goods Problem 


pe ag 


HERE’S a whaling lot of hardware sent out by 
jobbers to retail hardware men that finds its way 
back to those same jobbers in the course of a 
year. 
A goodly bunch of these returns are due to the mis- 
understandings and failure of the retailers and sales- 
men to indicate specifically the sizes, grades and fin- 





ishes of the goods desired—designating a large size 
when they really want one, two or three numbers un- 
der the manufacturers’ big items, and similar un- 
necessary mix-ups. By referring to the catalogs when 
taking these orders and checking up on prices, a lot of 
these costly mistakes can be avoided. Unquestionably 
a considerable number of salesmen and merchants do 
not use their catalogs. 
{ There is another contributing factor of this enor- 
mous wastage of money which is adding to the cost of 
hardware distribution and becoming a nightmare to 
the trade. This factor is largely at the door of the 
manufacturer himself and if corrected will help con- 
siderably in reducing returns and making for a more 
profitable situation in the distribution of his merchan- 
dise by the jobber and retailer. 

We refer to “Turn-Over” orders by salesmen em- 
ployed by manufacturers. 
* Working under high pressure-——_to make a sales show- 
ing—some of these salesmen have a habit of making 
representations to retailers which they purposely fail 
to mark on the copy of their orders as turned over to 
the jobber to fill. 


TT 0 get an order from the retailer, they “guarantee” 

the sale of the merchandise ordered and mark the 
guarantee on the copy of the order left with the re- 
tailer, 


Naw” 


On the copy turned over to the jobber the “guaran- 
tee” is not indicated. 

“ In the absence of any such indication, the jobber 
delivers the merchandise and forwards the invoice on 
usual terms. 

On receipt of the invoice the retailer hits the ceiling. 

For three or four months he may say nothing about. 
his guarantee. Then when his season for selling the 
merchandise is passed, he gathers together the stock 
left unsold and sends it back for credit. 

The jobber objects. 

Out of the blue sky the retailer flashes the “guaran- 
tee” as a condition of sale. 

Under the circumstances the jobber must hold the 
bag and absorb the stock back into his warehouse— 
suck his thumb and pay the expense of the goods com- 
ing back. Then there is the fellow who promises the 
retailer 10 per cent discount when the jobber sells net 
or gives only 5 per cent. 

And the manufacturer’s salesman who sells an or- 
der on consignment, so marking the copy of the order 
left with the retailer, but not marking that fact on the 
copy turned over to the jobber. 

Assuming the order to be on regular terms, the 
jobber ships and bills for the merchandise supplied. 

Back comes a curt note from the retailer saying that 
he will not pay for the merchandise until he sells it— 
that his understanding with the manufacturer’s sales- 
man was that the goods were to be sent him on “con- 
signment.” 

Justly irritated by the seeming cross fire, the re- 
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tailer asks that the jobber send for the goods—he 
doesn’t want them if he has to pay for them on regular 
terms. 

So they come back. 

Meanwhile the jobber, assuming that the orders 
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turned over to him are bona fide sales, has been per- 
suaded to place with the manufacturer a larger order 
for his merchandise than his usual business judgment 
would suggest as necessary for his current needs. 

* All of which is pure waste and unhealthy merchan- 
dising for both the manufacturer and the jobber and 
sure to boost distribution costs. 


EXT is the manufacturer’s salesman who shows 
the retailer a portfolio filled with wonderful 
newspaper advertisements, which he states are to be 
run in the national magazines and local newspapers in 
order to help him to “move the goods.” 
{ On the strength of this representation, the retailer 
orders a stock. 

Upon arrival of the merchandise, the retailer 
watches the newspapers and magazines in which the 
salesman stated the advertisements were to be run. 
Keeping tabs, he notes that the advertisements appear 
only three or four times, then stop. 

As a result of the few advertisements run, he has 
sold maybe two or three articles; after the advertising 
ceases sales automatically end. 

He still has on hand 90 per cent or more of the stock 
ordered on the strength of the salesman’s promise that 
the campaign was to be run for “six months” or 
longer. 

Believing himself deceived—unwilling to be ham- 
strung and be made a sucker of—he sends the unsold 
stock back to the jobber to whom the manufacturer’s 
salesman had turned over his order. 

“T have been bunked,” says he. 
pose to stand for it.” 

The jobber, a perfectly innocent party to the de- 
ceit practised and bunked himself, must take the goods 
back and find relief in prayer and meditation. All 
waste that boosts costs. 

The jobber kicks to the manufacturer—asks to be 
reimbursed. 

Promptly the manufacturer shoots back a denial of 
the retailer’s statement that he had been promised 


“And I do not pro- 
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more advertising than the two or three pieces of copy 
used—in effect, says the retailer is a liar. 

“We cannot take back the goods or make you any 
allowance on same,” he says to the jobber. 

The jobber has no recourse—nothing to do but 
pocket his loss and say another prayer. 
§ Still another frequent cause of returned goods is 
the habit of some manufacturers of holding salesmen’s 
orders for a month or five weeks until they get a large 
enough bunch of them to induce the jobber to be- 
lieve that the manufacturer is getting behind his 
preduct in a big way, and, on the strength of this be- 
lief, persuade him to place a big order for the mer- 
chandise. 


HEN the orders are turned over to the jobber 

and the merchandise delivered, the retailer sends 
it back—says the chance to sell the goods has passed 
—so long since he gave the order that he forgot all 
about it. 

All of which adds to the wasted motions and the frit- 
tering away of money on returns. 

Manufacturers can help to check all these losses by 
insisting that when a special condition of sale is made 
to the retailer, that the fact shall be so stated on the 
orders turned over to the jobber to fill. 

Salesmen who conceal these conditions, which en- 
courage returns, should be given the gate without cere- 
mony. 

Several millions of dollars worth of returned goods 
a year is a fearful waste of human energy and money. 

Let us all help to cut this enormous figure down. 

When booking orders let the manufacturer’s sales- 
man play the game straight. 

On their end of it, let the jobber’s salesman consult 
his catalog to verify sizes called for, and the retailer 
be sure of the sizes, finishes, etc., of the goods he 
wants. Sure this takes time, but the time thus spent 
will often save money which it is now throwing out 
of the business window in needless mistakes, filling 
orders for goods that are not desired. 





When the Blinding Snows Choke 


HEN the blinding snows of winter’s angry moods 

choked the air—when the mercury flirted with 
the zero parallel on the old thermometer hanging out- 
side the door and the sidewalk was skittish with leg- 
breaking ice, did you ever think how Bill, the jobber’s 
salesman, called on you as usual—the same as when 
the apple blossoms glow, and the hollyhock and sweet 
william bloom? 

Suppose Bill hadn’t come—that consulting personal 
comfort, personal convenience when it got stormy and 
icy and cold—he had just stayed indoors out of the 
blizzard’s swirling sweep, freezing winds and slippery 
sidewalks, like other folks, and let you go scratch for 
supplies as needed? 

You’d be in a big hole, Therese, and get mad; sure 
thing. 

Bill is a vital element of your existence, good friend, 
but sometimes I think that somehow or other you for- 
get this—accept Bill’s calls as something that means 
nothing in your young life—just so. 

Yet without the service Bill renders—his regular 
calls on fixed dates, regardless of snow and cold and 
ice and other things—his cooperation in helping you 
keep up stocks to meet current demand—his wealth of 


information on current price changes, special deals, 
willingness ever to stretch a leg for you and fix things 
up—how could you carry on—good friend? 

Don’t you sometimes forget this? 

When he’s blue and sick like you and me, Bill often 
thinks you do not appreciate him and the value of his 
service to you. When he works his feet off to help and 
give you the best he has, it sort of gets his goat to see 
you give to others who perform no service for you as 
valuable as Bill’s, a lot of business that you ought to 
give to him in return for all he does for you—to see 
you give others the cream while he gets only the 
leavin’s. 

Give Bill more of the breaks, boys. 

Faithful old scout, who braves all winter’s inclemen- 
cies to call on you while others sit in warm offices and 
await your telephone order—he deserves the best you 
have. Show him that you value his aid and his effort 
to help you—snow, ice, cold, all notwithstanding. 

Hand him more of the oranges—reserving only the 
lemons for Bill isn’t kind or nice or fair. 

Bill is trying to help you prosper, and life to be right 
must be reciprocal in all its benefits. I know you want 
to help Bill to prosper, too—so prove it to him. 
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EDITORIAL COMMENT 


Too Busy to Live 


O single phrase has taken greater toll from 

retail business than the expression “too 

busy.” It is distinctly noticeable that 
many merchants are “too busy” with petty de- 
tail to make a profit out of their business. 


To begin with, there is the merchant who is 
always too busy to attend his hardware conven- 
tion. Think of it! Too busy fussing over his 
small every day problems to attend a meeting 
of fellow merchants who are both able and will- 
ing to tell him how to handle those same prob- 
lems without any fussing. Whenever a man be- 
comes so busy he can’t leave his business for a 
few days, at least once a year, then God help his 
business. .- 


Next there is that harassed dealer who is 
too busy to educate his employees—too busy to 
hold store meetings—too busy to even know the 
men who handle his goods and his money. Poor, 
deluded slave. The things he is too busy 
to do are the very things that would lighten his 
work and his worry. A fraction of the time he 
spends puttering over work that could be done 
by a $20 a week man, would, if applied to edu- 
cating his sales force, double his sales and his 
profits. 


Too busy to think. There are a few merchants 
who even carry their busy tactics to that ex- 
treme. Can you imagine a sane man allowing 
himself to become so busy over purely physical 
detail that he hasn’t the time to plan and prop- 
erly manage his business? Yet there are ex- 
amples of this type in hundreds of retail stores. 


In these days of strong competition, turnover 
at fair profit is essential. Sales must be kept up 


and stocks must embody a range of merchandise 
with the right quantities to insure the proper 
turn. Every merchant knows this, if he only 
stops to think. And yet—all over this country 
there are retail merchants too busy figuring in- 
voices, wrapping packages or marking goods, to 
see that their seasonable merchandise is placed 
up front, advertised, pushed and sold while the 
season is on. One of the weakest spots in the 
retailer’s turnover problem is failure to properly 
merchandise seasonable goods. 


Probably the worst offender of the entire “too 
busy” family, is the merchant who is always too 
busy to read. It seems incredible that any man 
who has staked his all on the favorable outcome 
of a retail business should imagine himself too 
busy to keep posted on the information essential 
to the success of that business. Possibly he is 
more to be pitied than censured, since the 
greater part of the loss is his. Many a merchant 
too busy to read has cheated himself out of a 
comfortable old age, and his family out of the 
good things of life. He has cheated the manu- 
facturer and the jobber out of a proper distribu- 
tor for their wares, and he has cheated the peo- 
ple of his community out of the-kind of store, 
stock and service to which they are entitled. 


Work is a wonderful thing. Without it there 
could be no civilization, no business, no life. But 
misdirected work is waste. The man who shov- 
els a pile of sand to a certain spot one day and 
puts it back the next, does nothing to make him- 
self or the world better. Keep busy, because 
busy is a part of business, but let your busy 
hours be backed by proper reading, thinking and 
planning. The epitaph of many a dead business 
reads “Too Busy to Live.” 
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“The Spring ever Crngle. of Selling 


VERY man is as lazy as he dares to be. I am 
and so are you. We both hate like the dickens 
to confess it, but down in our hearts we ac- 

knowledge it. It’s human nature. Spring fever isn’t 
a haphazard ailment. It’s a regular spring epidemic, 
and no respecter of persons. Even the boss lets his 
feet drag occasionally without any reason of real 
fatigue. We all have a streak of that tired feeling in 
our otherwise healthy systems, and that lurking germ 
of laziness has put the soft pedal on many a hard- 
ware sale, 

One day out in the State of Washington I dropped 
in on a merchant who handled groceries, as well as 
hardware. He had two adjoining sales rooms with a 
joint office in the rear. I had talked with him about 
markets, displays, etc., and had helped him trim a 
cutlery case when he suddenly said: “Do you know 
anything about groceries? I had to confess that I 
was no grocery expert, but I knew the general prin- 
ciples of merchandising so I asked him his problem. 
“It’s just this,” he answered, “we are selling fifteen 
cases of one make of breakfast food per week. It 
costs us 1834 cents per package, and we have to sell 
it for 20 cents. There is another line, practically 
identical, which costs 14%4 cents and sells for 20 
cents, but we are only selling from a case to a case 
and a half per week.” 

I thought a minute, then made this proposition. 
“Take me over to the grocery department and intro- 
duce me as a specialty man. Tell the men that I am 
to arrange the stock as I see fit, and that it is to be 
left as I arrange it.’’ Well, he did as I requested, 
and this is what I found. A long sales room with 
shelves that reached to the ceiling and a sliding lad- 
der for use in getting packages from the top shelves. 
The cereals were up front, and the first three shelves 
above the ledge carried the no-profit, fast selling 
line. The competitive brand occupied a single shelf 
well up to the top. 

The first thing I did was to put the 1834 cent cereal 
sencseeibanennsnnssnesensansensevenennveen’ 
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on the top shelf. Then I filled the three bottom 


shelves with the line he wanted to sell. Between the 
two I sandwighed the uncooked kinds. Then I cor- 
nered the boy who did flunky jobs around the store 
and asked him: “Do you want to do the boss a 
favor?” “Sure thing,” he answered. “All right,” 
I said. ‘The boss is in on this, but none of the others 
but yourself. Don’t tell them a thing, but every time 
you see that ladder up at the front of the store, 
shoot it back to the rear. Here’s $5 and there’s an- 
other five for you when I get back in about a month 
from now, if you do a good job.” “I’m on,” he said. 

Just a month later I was back in the store and the 
merchant met me with a smile a yard wide. He was 
selling ten cases a week of the profit line against five 
or less of the former favorite. Eventually sales on 
the 1834 cent line dropped to almost nothing. 

It worked out as I expected it would. A customer 
would come in and say: “I want a package of Blank 
breakfast food.” The salesman turned toward the 
cereal section and all at once he noticed the Blank 
cereal gn the top shelf and the ladder way back in 
the rear of the store. “Certainly,” he said, “but did 
you ever try this cereal?” and he launched into a 
sales talk on the line that was within reach. 

Human nature—yes, but selling is a problem which 
deals with human nature. If a merchant wants cer- 
tain goods pushed, it’s up to him to place them where 
the salesman can get them quickly and easily. It 
means placing the seasonable goods up front in the 
handy places. It means fixtures that save steps. 
It means good common sense on a common sense 
problem. Don’t blame the clerk. He only has the 
same human characteristics we all possess. Shake 
off your own spring fever, Mr. Merchant, and do a 
little stock planning and arranging. It will help tune 
up the old cash register. 
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This is the sixteenth article of the series written expressly for the retail salesman by Llew S. Soule. 
The article for next week’s issue will be entitled “The Sales Value of Knowing People.” 
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The Housewife 
Is an 
Excellent 
Prospect 
and Should 
Be Cultivated 
Display 


Suggestions 





Hardware Dealers Who Feature Wire 
Fence Build Worth While Business ~~ 


OW can wire fence be adver- 
tised to best advantage? This 
question is of interest to many 

dealers. 

“We have always taken it for 
granted that, because of the bulk of 
material, the best way is for the 
dealer to use plenty of signs in the 
windows, on the front of the store, 
hung up about the sides of the store, 
etc.,” states a well known authority 
on wire fence. “This is a question 
which is worthy of careful considera- 
tion,” he continues. 


Display Helps Sales 


“T had always believed in the effi- 
cacy of show window displays for 
attracting customers to my store; 
but when I started to sell wire fence, 
I was obliged to study the matter 
carefully before I could arrange a 
satisfactory display showing fen- 
cing,“ explained a dealer. “I found 
wire fence rather a bulky article 
for display purposes. One thing I 
have learned about the fence busi- 
ness is that display helps 
sales. Even though a show 
window doesn’t provide 
much space for merchan- 
dise, samples of fencing 
can be displayed. Placards 
and price cards will add in- 
terest to the display, and 
increase its value. 

“Owing to its bulky 
nature, I stock fencing to 
the rear of my store. How- 
ever, I am careful to have 
samples of each kind of 


increased considerably. 


given. 
duced prices. 


By CLEMENT WHITE 


fence I carry on display in the front 
of the store, where prospective cus- 
tomers can see what I have to offer, 
and decide what kinds of fencing 
will meet their requirements. 

“It is my experience that wire 
fence will sell much faster when 
well advertised and displayed. Owing 
to keen competition, it is difficult to 
increase turnover where the stock of 
fencing is stored out of sight in the 
basement or in a warehouse, and no 
special effort is made to attract the 
interest of customers. 

“Occasionally a customer will walk 
in the store and buy fencing, 
whether or not he knows what the 
dealer has in stock. On the other 
hand, the majority of customers are 
favorably influenced through news- 
paper advertising and show window 
display and are apt to buy wire fence 
which has received publicity. 

Good Talking Points 


“The economy, service and all 
around value offered by good fencing 


provides material for effective news- 
paper advertisements. Most custo- 
mers have learned the wisdom of 
putting quality ahead of price when 
buying wire fence. 

“What the farmer wants is wire 
fence which will give long  ser- 
vice without sagging or crumpling. 
Quality fencing is required to stand 
up under continued service. This is 
why good fencing is rapidly growing 
in popularity. It pays to sell a 
guaranteed product and it always 
will pay. 

Concentrate on Durability 


“When advertising wire fence, I 
get best results by focusing the 
attention of customers upon the 
strength and durability of the fen- 
cing I handle. Such salient con- 
siderations as proper fastening of 
the strand wires and stay wires, 
flexibility, resistance to breachy 
stock, heavy galvanizing which pre- 
vents rust, etc., are of interest to 
prospective fence buyers in all sec- 

tions of the country. 





Playing Up Single Tools Helps Turnover 


INCE the Theissen Hardware Co., Detroit, Mich., 
placed its hand tools on two display tables with = 
large price cards the sales in this department have ficial 
The arrangement of the = cla 

tables is changed each week. Every Monday morn- 
ing one or two tools are put up front with a larger 
price card reading “Special today at”—and a price is 
These are not bargains in the sense of re- 
The idea is to call particular atten- 
tion to this one tool, and it usually accomplishes its 
purpose. 


“I find it advisable to 
publish advertisements de- 
voted solely to wire fence. 
This is the best way to in- 
crease sales. I find it bene- 
to offer customers 
authentic information re- 
garding fencing material, 
and to offer suggestions 
regarding the best way to 
stretch wire fence, in my 
newspaper advertisements. 
Practical information of 
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this nature appeals to prac- 
tical farmers. 

“I recommend the 56 in. 
height of woven wire fence 
for inclosing corrals and 
fencing pastures, and the 
26-in. fence for inclosing 
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How H. N. Smith Sells 25 Pails a Day 


WENTY-FIVE galvanized pails sold every day 
for six days running every five weeks is a 
small matter to H. N. Smith, Flint, Mich. Mr. Smith 
places about fifteen pails in his doorway with a large 
card reading “SPECIAL 98 cents,” or whatever the 
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orders by anticipating 
their fencing needs and 
giving prompt service. 
“Spring and summer are 
favorable seasons for de- 
veloping business in this 
line. Farmers are building 


hog pastures. I suggest 
that wire fence will give 
best service when the cor- 
ner posts are set deeply, 
well braced, and the line 
posts spaced one rod apart. 
Good posts, set securely, 





price happens to be. 


height. 
Smith frequently dispiays small scrubbing 
37 cents. Other times he features large stable pails 
at a higher rate. He has not copyrighted the idea, 


so why not follow it? 


These pails are bucketed in 
each other, forming a column of about 7. ft. in 
This plan is used every five weeks. ne: 
ails at 


new fences and repairing 
old ones. They need fresh 
supplies of wire fence, and 
are ready to buy fencing 
of known value. The wire 
fence business means more 
today, than was the case 








permit the wire to _ be 
stretched tightly, which insures a 
long lasting, serviceable fence. Prac- 
tical facts of this nature interest 
prospective fence buyers. Farmers 
desire to invest in wire fence which 
will eliminate the annoyance, extra 
work and loss of time incident to 
repairing poor fences. I show my 
desire to cooperate with them by 
offering wire fence which is unex- 
celled for strength and durability. 
I keep them informed of this fact 
throughout the year. 


Catering to the Housewife 


“Housewives are good buyers of 
fencing, and their trade is worth 
seeking. The easiest way to gain 
the interest of housewives is to ex- 
plain the many uses for poultry 
fence about the premises. 

“I emphasize the importance of 
inclosing poultry yards with fence 
which will turn the smallest chicks, 
and also prevent rats and other ver- 
min from gaining admittance. I ex- 
plain that chickens show a quicker, 
larger profit when confined to their 
part of the farm, than when allowed 


to run at will, scratching up gardens, 
ruining lawns, and falling a prey to 
hawks and crows. 


Uses for Woven Wire Fencing 


“Woven wire fencing is desirable 
for many practical uses about the 
premises. It has a potent appeal to 
housewives who wish to systematize 
their poultry raising, gardening and 
other work. Poultry fence, in parti- 
cular, merits space in the show 
window and in the front of the 
store. Many buyers of poultry net- 
ting aren’t in the market for other 
kinds of fencing. When they need 
poultry fence they will walk into the 
store where it is displayed. The 
sale of poultry fence can be de- 
veloped to a profitable volume if 
attention is given to securing the 
trade of poultry raisers. 

“A well assorted stock of wire 
fence is easiest to sell. It meets the 
requirements of customers, because 
they can find just what they need. 
The majority of my customers de- 
mand prompt service when in need 
of wire fence. I secure their repeat 





when a few spools of 
barbed wire comprised a stock. Cus- 
tomers demand variety; they know 
there is a kind of wire fence for 
every purpose, and are anxious to 
select the kinds of fencing which 
best meet their special needs. This 
is why it pays a dealer to emphasize 
the variety of his stock. 


No Closed Season 


“Wire fence will always sell. 
There is no closed season on a stock. 
Good fences are essential to the far- 
mer’s success. He cannot handle 
live stock or poultry profitably with- 
out erecting good fences. He needs 
substantial fences to protect his 
crops against marauding live stock. 
He cannot conduct a farming busi- 
ness without good fences. 


Advertise and Display 


“Lawn fence offers the property 
owner an economical method for 
beautifying the front yard, and at 
the same time protects the lawn from 
live stock and chickens. Lawn fence 
is a best seller when well advertised 
and displayed.” 


Signposts to Success—Learn to Fit In 


HE smoothest running machine is the one 


at all. 


You must be important, of course, if you 





in which all of the various parts work in 
harmony, the machine in which one can hardly 
realize there are different parts, they so thor- 
oughly blend into the whole. 

This same idea applies to a business. A per- 
fectly good bolt, or screw or cog may so utterly 
fail to fit into a certain piece of machinery that 
it will throw every other part out of harmony, 
with the result that the ill-fitting piece must be 
taken out and thrown aside. Perhaps this re- 
jected part may fit beautifully into another piece 
of machinery, or it may be hammered and chiseled 
until it does fit; but wntil it does or unless it does 
it cannot be used. It is just “scrap,” and that 
is all. If you are to be a desirable employee, a 
really worth while worker, you must fit smoothly 
into your surroundings, and perform your work 
so well that only some enforced absence will 
serve to impress upon the minds of others—other 
bits of human machinery—that you are there 


are to go ahead; but you must not always be in 
the limelight, because you need re-whipping into 
shape. 

Learn to fit into your work, to be a har- 
monious, smooth working bit of the business 
machinery. Don’t imagine for a moment that you 
are lost sight of because of this ability to fit in 
and do your work without requiring constant new 
training, new shaping for the job. Your “boss” 
knows you are there and knows how important 
you are. 

In every business there are people filling the 
biggest positions, and filling them well, because 
all of the smaller lights are giving 100 per cent 
service, just as the big, obviously important and 
expensive pieces of machinery work well because 
all the small cogs and screws and bolts are in 
place and running as they should run. 

No matter how small a cog you are, learn to 
fit in! 
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brighter, as the customers come and find everythins displuyed to their eyes. 
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A Hardware 
Pearl of 
The Antilles | 


Ponce, Porto Rico, April 1°th,; 1925. 








Hardware Age, 
239 West 39th Street, 
New York City. 
Gentlemen: - 

During my traveling throurh Serto Domingo, Curacao, Venezuela and 
Triridad, I have come in contact with some very up to date hardware stores, but 
up to the present time nothine could be compared with one of our up to date stores 
ir the States, until the firm of Sues. de Yrujillo % Subina S. ex OG. of Ponce,Porto 


Rico, opened their store to the public four months apo. 


As 1 xnow that it will be of interest to the reedere of HARDWARP ACE, 4 





A iB 


I, as an American traveler, and for the benefit of our American manufacturers, take ~ 






pleasure in enclosing some photographs of the store; also the inside of same, and 4 
can assure" you that we have very few stores in the States that are more up to date 
then the store of Sucs.’de Trujillo & Subina S. en C. of Ponce, Porto Rico. This 


store is to-day doins 4 business of over $1,000 daily, and prospects are much 


In behal# of the American manufacturers and the hardware imdustries 


of the United States, I believe it would be a great accommlishmpent if you would 


publish in your ~mrazine the enclosed pictures. 
x 


4 Respectfully yours, ; a 
oa 


(Signed) U.P. Mandry, te 


Traveler THE PECK STOW & WILCOX SO, z 








! ipveneey illustrations of the hardware 
store of Sucs, de Trujillo & Subina 
S. en C., of Ponce, Porto Rico, speak 
for themselves. The exterior of the 
store would be a business asset wher- 
ever located while the interior is a 
model of mneatness and systematic 
arrangement. All in all it would seem 
that the appearance of the store would 
be one of the reasons why it is doing 
a business of over $1,000 a day 
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Roller Skates—The Barometer of the 


Toy Department 


The Mohr-Jones Hardware Co. of Racine, Wis., 
Knows That When They Begin to Sell 


M. MINEAR, manager of the 
C Mohr-Jones Hardware Co., 

* Racine, Wis., says that roller 
skates are the barometer of the toy 
business. Toys have been an integ- 
ral part of this hardware store’s 
stock for some time and a line is fea- 
tured the year ’round. 

Just before the holiday season an 
exceptionally large space is cleared 
for the toy department and a big 
window is given over to the display 
of toys of all kinds. The first toy 
window is put in long before Christ- 


mas and the sales start at once. The 
assortment contains a full line 
needed at Christmas time. All 


through the rest of the year em- 
phasis is placed more on wheel goods 
and toys and games such as the chil- 
dren can use out-of-doors. 


Only the Best Lines Handled 


The policy of the firm is to handle 
only the best lines, and no cheap 
merchandise is sold for the reason 
that it will not give satisfaction and 
frequently sends the customers to 
other stores. 

Mr. Minear says that whenever 
the youngsters start coming in for 
roller skates, he knows that it is 
time to get busy on coaster wagons 
and other wheeled toys. In the 
spring, specials are run in these lines 
and add much to the volume of sales. 

It is a general practice to run 
quite a few of the general hardware 
items as specials in the spring and 
summer and the wheel goods work 
into the scheme very nicely. A large 
advertisement appears once a week 


the Other Toys Will Move 


with all the specials. On Saturdays 
and Wednesdays there are always 
particular and attractive specials. 
Sometimes during the week three or 
four items will be run as specials. 
The people of Racine have formed 
the habit of looking at Mohr-Jones’ 
advertisements in order to save 
money and consequently they are in- 
fluenced toward many other items of 
hardware. 


Watch Out for This 


Man 


A man representing him- 
self as R. E. Enright is col- 
lecting money for HARD- 
W ARE AGE subscriptions. 
He 
through New York State 
and is uow reported from 


recently worked 


Pennsylvania. 


This man has no con- 
nection with HARDW ARE 
AGE and is not authorized 
to solicit subscriptions or 
accept money in payment 
thereof. 





Five delivery trucks are main- 
tained at all times and this makes it 
possible to give very prompt service 
to all of their customers, and: it is 
greatly appreciated as it means 
that business will come to them in- 
stead of going elsewhere because 
their customers can count on this 
firm’s quick service. 

The use of the telephone is en- 
couraged and any of the specials can 
be ordered over the wire and then de- 
livered at the homes in short order. 
This has come to be very popular and 
the phone starts ringing as soon as 
the local paper is delivered to the 
homes. This means sales where the 
advertisements do the work and bus- 
iness is handled with very little ex- 
pense. 


An Attractive Window 


The accompanying _ illustration 
shows a recent Mohr-Jones toy win- 
dow which attracted the kiddies and 
helped to boom business. Don’t 
overlook the fact that the young- 
sters’ trade today is well worth go- 
ing after because he represents the 
purchasing power of tomorrow, and 
his likes and dislikes can either make 
or break the reputation of your hard- 
ware store. Have an oil can handy 
for the youngsters for their roller 
skates, wagons, bicycles and veloci- 
pedes. Free air should be on hand 
for the use of the young American 
who rides a bicycle. He may be a 
bit noisy and a lot of trouble but 
kindness on your part wins his re- 
spect and he pays back with loyalty 
to you and your firm. 
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Price Maintenance Campaign Forces Oppo- 
nents Into Limelight 


Champions of Pending Bills Resent Unfair Attacks— 
Post Office Department Outlines Radical Project 


WASHINGTON, D. C., May 7, 1923. 


FWNHE best news the advocates of 
| the legalization of the mainte- 

nance of resale prices have had 
in many a day is the appearance of 
organized opposition to the legislation 
now pending in Congress. The cham- 
pions of the price cutters never take 
up their weapons until they think they 
see real danger ahead. 

As long as the advocates of the 
Stephens, Kelly and Merritt bills were 
able to furnish little evidence of the 
progress of this important movement, 
the press agents of the department 
stores, the mail order houses, the chain 
stores and other classes of predatory 
price cutters kept under cover. The 
fact that they have now come out into 
the limelight and have resumed their 
campaign of mud-slinging is the 
strongest proof that they believe the 
price maintenance movement is mak- 
ing substantial gains and must be 
reckoned with in the near future. 


Knocking the Price Maintenance 
Campaign 


My attention was recently drawn to 
the publication in Sales Management, 
a Chicago commercial publication, of 
an article introduced by an editorial 
note to the effect that “it reviews the 
whole (price maintenance) situation 
from an unbiased and dispassionate 
viewpoint.” There follows an account, 
more or less humorous, of the price 
maintenance movement from its incep- 
tion. 

In describing an early phase of the 
movement, the author of this screed 
paints a picture of a meeting of busi- 
ness men in 1913 during which the 
Association of National Advertisers 
gave a dinner to a large number of 
well-known publishers, at which price 
maintenance was discussed. The con- 
fiding reader is led to believe that the 
diners devoted themselves to the con- 
sumption of large quantities of intoxi- 
cating liquors and that under the in- 
fluence thereof—and only because of 
this influence—they allowed them- 


selves to dream and paint rainbows of 
the happy days to come when the reck- 
less price cutters would be placed under 
wholesome legal restraint. 

Continuing, the author reviews de- 
velopments during the past decade, and 


to Develop Parcel Post 
By W. L. CROUNSE 


with the use of numerous wet blankets 
and large buckets of cold water pro- 
ceeds to extinguish—to his own satis- 
faction at least—all hope that Con- 
gress will come to the aid of the manu- 
facturers and merchants of the coun- 
try in response to their appeal to be 
relieved of what has become a well- 
nigh impossible situation. 


Fair Trade League Aroused 


The attack on the price maintenance 
movement which Sales Management 
has fathered has aroused the indigna- 
tion of the leaders in the movement 
and of the friends in Congress of the 
remedial legislation which will be 
taken up next December, pursuant to 
plans already perfected by Chairman 
Winslow of the House Committee on 
Interstate and Foreign Commerce. The 
officials of the American Fair Trade 
League especially have been quick to 
resent the statements embodied in the 
article referred to. Secretary Edmond 
A. Whittier of the league promptly 
telegraphed a vigorous protest to the 
editor of Sales Management and fol- 
lowed it up with a communication in 
the course of which he said: 

“The character of the article un- 
fortunately contradicts your introduc- 
tory statement, that it ‘reviews the 
whole situation from an unbiased and 
dispassionate viewpoint.’ The author 
begins his discussion with a wholly 
baseless and slanderous description of 
the dinner to publishers, in 1913, by 
the Association of National Advertis- 
ers. Not only this, but in the next and 
succeeding paragraphs exaggeration 
and deception are charged against the 
leaders in the campaign for legislation 
to restore the right of resale price 
control, and of refusal to sell, which 
has been impaired by recent court 
decisions. 


Congressman Kelly Optimistic 


“There is nothing in the history of 
the campaign to justify lack of con- 
fidence in an early victory. We are 
sending you herewith copy of an in- 
terview, under date of March 11, last 
—following the adjournment of Con- 
gress—with Representative Clyde Kelly 
of Pennsylvania, sponsor of the Kelly- 
Stephens bill, which says: 

“‘T had a conference with Repre- 


sentative Winslow of Massachusetts, 
chairman of the House Interstate and 
Foreign Commerce Committee, just be- 
fore the adjournment of Congress, at 
which he agreed that the time had 
arrived for action on these measures, 
and said that he would call a meeting 
of his committee soon after Congress 
meets to take action on them.’ 

“Continuing, Mr. Kelly says: 

““T am convinced that before the 
next session of Congress has proceeded 
very far, the principle of price stand- 
ardization will be written into law.’ 

“In an address a few weeks earlier, 
at Atlantic City, Mr. Kelly said: 


Hoover Gives Valuable Aid 


“‘T also have an encouraging word 
to bring you. Not many weeks ago | 
sat in the office with Herbert Hoover, 
the Secretary of Commerce, and he 
said that out of his experience during 
the war, and out of his experience in 
connection with price-fixing every- 
where, there had come an education 
to him, and that he thought the manu- 
facturer of a standard article should 
be able to maintain his price down 
to the consumer, and that as far as he 
was concerned as a cabinet officer he 
proposed to urge its immediate pas- 
sage by the Congress of the United 
States.’ ” 

Continuing, Mr. Whittier refers to 
statements published in this corre- 
spondence to HARDWARE AGE from time 
to time, recording Chairman Winslow’s 
pledges to take up the Stephens, Kelly 
and Merritt bills early in the new Con- 
gress. Referring to Mr. Johnson’s sug- 
gestion of opposition to standard price 
legislation by the so-called farm bloc, 
Mr. Whittier cites editorials in favor 
of price maintenance from Successful 
Farming, Southern Agriculturist and 
the Farmers’ Open Forum. 


National Advertisers Make Sharp 
Protest 


It is evident, however, that in at- 
tacking the Association of National 
Advertisers Sales Management has 
stirred up a hornets’ nest. William 
H. Ingersoll, who arranged the ban- 
quet of the association to the publish- 
ers, to which Mr. Johnson referred, 





(Continued on page 120) 
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CURRENT NEWS> 





Neale Heads American Stainless | 
Steel 


John C. Neale, formerly vice-presi- 
dent and general sales manager of the 
Midvale Steel & Ordnance Co., has be- | 
come affiliated with the American | 
Stainless Steel Co., Pittsburgh, as 
president and general manager. 

Mr. Neale, before joining the Mid- 
vale company, had been with the Cen- 
tral Steel Co., Massillon, Ohio, con- 
struction of the plant of which he su- 
pervised, and before that with the Car- | 
negie Steel Co. in Pittsburgh. The} 
American Stainless Steel Co., offices of 
which are at 801 Commonwealth Build- 
ing, Pittsburgh, has the American 
rights to a number of English patents 
on non-corrosive ferrous metals and 
holds the Brearley and Haynes patents. 
It is not a manufacturing company 


but licenses others to manufacture un- | 


der these patents. 


C. M. Atwood Dead 


C. M. Atwood, sales representative of | 
the Sherwin-Williams Co., Chicago 
branch, for the past eleven years, died 
on April 21 at his home at St. Joseph, 
Mo. Mr. Atwood first became con- 
nected with the Sherwin-Williams Co. 
in 1907, and for five years he traveled 
in the state of Colorado, with the Kan- 
sas City (Mo.) office as his headquar- 
ters. In 1912 he was transferred to | 
the Chicago office, covering nearby ter 
ritories. 





Stratton Takes on New Lines 


Frank D. Stratton, 7 Water Street, | 
Boston, Mass., manufacturers’ sales 
agent, representing the Empire Kn‘fe 
Co. and Lamson & Goodnow Mfg Co., 
has recently taken on the line of dog | 
collars and dog furnishings manufac- 
tured by Walter C. Ratcliffe, Philadel- | 
phia, Pa., and the Missour! Razor Strop 
Co., St. Louis, Mo., manufacturer of 
a complete line of razor strops, whicn 
lines he will represent in New England 
states. 


Wheeling Steel Reorganized 


The Wheeling Steel Products Co., 
Wheeling, W. Va., sales company for 
the LaBelle Iron Works, Whitaker- | 
Glessner Co., and the Wheeling Steel | 
& Iron Co., has been reorganized as | 
the Wheeling Steel Corporation. This 
action will not affect the personnel of 
the sales division, which will remain un- 
changed at Wheeling and at district 
sales offices. 


Brisbin Enters Chain Business 


D. S. Brisbin, general sales manager 
of the Columbus McKinnon Chain Co., | 
has announced the appointment of F. 
W. Shaw as representative of the In 
dustrial Chain Division of the Colum- 
bus McKinnon Chain Co. in the States 
of Michigan, Ohio, Indiana and Ken 
tucky. 


be at Cleveland, Ohio. The appoint- 
ment takes effect immediately. 

Mr. Shaw has been with the Bethle- 
hem Steel Co. during the past five and 
a half years, working out of its Cleve- 
land district sales office. Prior to this 


he was with the DeLaval Steam Tur- | 


bine Co., Trenton, N. J., and the Inger- 


| soll Rand Co. of Phillipsburg, N. J. 


Pittsburgh Dealers Hold “Get 
Together” 


The semi-annual get together meet- 


$15,000,000 Linseed Oil Combine 


The Archer-Daniels Co. and the Mid- 
land Linseed Products Co., both of 
Minneapolis, Minn., have recently con- 
solidated and will now operate under 
the name of the Archer-Daniels-Mid- 
land Co. The new company will control 
about 35 per cent of the total linseed 
oil production in the United States and 
will have tangible assets of $15,000,000, 
it is said. 

The company will have two mills 
each in Minneapolis, Buffalo and Edge. 


| water, N. J., and one mill each in Chi- 


ing of the Pittsburgh Retail Hardware | 


Dealers Association was held in the 
Fort Pitt Hotel, Pittsburgh, Pa., April 


27. The meeting was preceded by a| 


dinner, nearly 100 members and guests 
being present. Frank Heghner, a local 
hardware dealer, talked’ on “Record 


Filing, Accounting and Catalog Classi- | 


fication.” Mr. Heghner went into de- 
tails about how he handled these in his 
own business, and gave some valuable 
ideas, particularly as to the best 
methods of cost accounting. 

Another speaker was J. H. Greene, 
connected with a large department 
store in Pittsburgh, who talked on “Re- 
tail Merchandising.” Mr. Greene ex- 
plained in detail how his firm handled 
an annual business running into mil- 
lions of dollars. Mr. Greene’s time was 
limited, but it is the intention to have 
him at an early meeting of the asso- 


| ciation, when he will have more time 
| for his subject. 


J. T. McLane of the McKeesport 
Paint & Hardware Co. introduced J. 
S. Benner of the Sun Robber Co., Bar- 
berton, Ohio, Mr. McLane being active- 
ly interested in this concern. Mr. Ben- 
ner gave an account of the processes 
used in the manufacture of rubber 
goods, treating on both soft and hard 
rubber. He spoke of the large use of 
rubber in the manufacture of radio 
parts, this being an important part of 
the business of his concern. He pre- 
sented each guest with a rubber ball, 
and a sample of rubber used in the 
manufacture of radio parts. 





Cook Paint Co. Builds 


In order to provide much needed 
facilities for its rapidly expanding busi- 
ness, the Cook Paint & Varnish Co., 
Kansas City, is now erecting a factory 
building, 168 x 113 ft., adjoining its 
present factory. In addition to its 
branches at Omaha, Wichita and Okla- 
homa City, the Cook company has also 
a apeaeaiaaiiaied plant at Fort Worth, 

ex. 


Warren Fixtures in Larger Quarter: | 


The J. D. Warren Mfg. Co., Chicago, 
manufacturer of the “Warren” hard- 
ware store fixtures, has recently en- 
larged its quarters in the Capital Build- 








ing, 159 N. State Street, where it has | 


been located for the past twenty years. 


: | A steadily expanding business has ren- 
Mr. Shaw’s headquarters will | 


dered existing facilities inadequate. 


cago and Toledo. The active manage- 
ment of the company, it is understood, 
will be in the hands of J. W. Daniels, 
president of the Archer-Daniels Co. 
and the consolidated organization. 





New Plate Glass Company 
Chartered 


The Heidenkamp Plate Glass Corp., 
with a capital of $3,000,000, has taken 
out a Delaware charter, and has pur- 
chased the plate glass plant of the 
Heidenkamp Plate Glass Co. at Spring- 
dale, Pa., a few miles from Pittsburgh, 
Pa. The present annual capacity of 
this plant is 2,500,000 sq. ft. of pol- 
ished ‘plate glass. The new company, 
it is said, will greatly increase this 
capacity and will add new equipment. 
The officials of the corporation are 
Warren H. Turner, president; Frank 
E. Troutman, vice-president and gen- 
eral manager; Joseph Heidenkamp, 
Jr., secretary, and John E, Allen, 
creasurer, 


Robert R. Klein Dead 


Robert Rudolph Klein, aged 52 years, 
died in the South Side Hospital, Pitts- 
burgh, Pa., April 29. He received his 
education in. the Pittsburgh public 
schools, and when he was 16 entered 
the employ of the Logan-Gregg Hard- 
ware Co., hardware jobbers, in Pitts- 
burgh. Six years later he went to 
work for his father, Frederick C. 
Klein, with the Klein-Logan Co., mak- 
ers of track tools and heavy hardware, 
whose plant is on the South Side, Pitts- 
burgh. In 1918 he was made presi- 
dent of the Klein-Logan Co. This firm 
was organized in Pittsburgh sixty 
years ago, and Mr. Logan is still ac- 
tive with it. 

Mr. Klein was a member of the 
Pittsburgh Chamber of Commerce and 
the Americus Republican Club. He is 
survived by three sons and a daughter. 





Wells to Open New Store 

H. M. Wells, Caldwell, Ohio, has re- 
cently purchased and is preparing to 
open a new retail hardware store in 
the Clyde-Wright block. Fixtures and 
stock are on the way and Mr. Wells 
expects to announce his opening date 
shortly. Several years ago Mr. Wells 
sold hardware in the store of the late 
C. C. Caldwell of this town. His most 
recent business connection has been 
with the Permian Oil & Gas Co. 
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W. B. Willis Dead 


Secretary Shapleigh Hdw. Co. Since 
1901—Was Expert Sporting 
: Goods Salesman 
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ness Store, Zanesville, changing its 
name to the Niele Harness-Hardware 


| Co. 


| Pittsburgh, Pa., and the 


W. B. Willis, assistant secretary and | 
director of the Shapleigh Hardware | 


Co., hardware distributors, Fourth 
Street and Washington Avenue, St. 
Louis, Mo., died at his home in East 
St. Louis, Il., April 21, as a result 





W. B. Willis 


of a complication of diseases from 
which he had suffered for the past two 
years. Mr. Willis was born in Boonton, 
N. J., and while still a young man 
entered the employ of Simmons Hard- 
ware Co., where he progressed rapidiy. 
For several years he traveled exten- 
sively for this concern. 

Possessing marked ability, Mr. Willis 
proved successful as a salesman, and 
because of his consistent refusal to sell 
to retailers whom he did not believe to 
be in a position to dispose of the mer- 


Mr. Sweitzer has also had wide hard- 
ware experience, having in the past 
been connected with Logan-Gregg Co., 
Van Camp 
Hardware Co., Indianapolis, Ind. 

Mr. Greene has been associated with 
the Niele Harness-Hardware Co. for 


| several years. 


chandise offered, he held the friendship | 
and respect of all with whom he had | 


dealings. Later he was transferred to 


the Simmons headquarters in St. Louis | 


to fill the position of buyer of sporting 


goods. 
In 1901 Mr. Willis joined the Shap- 


The Niele-Sweitzer Co. will handle 
leather goods, trunks, suitcases, travel- 
ing bags, and supplies, general hard 
ware, kitchen utensils, housefurnish 
ings, bicycles and sporting goods. 


Firestone Official Resigns 


Thomas Clements, formerly vice 
president and controller of the Fire 
stone Tire & Rubber Co., Akron, Ohio, 
has resigned. It is said that the Fire 
stone company will relinquish its in- 
terests in a subsidiary cotton ginning 
plant at Phoenix, Ariz., and that Mr. 
Clements is negotiating for the control 
and operation of this plant. 


Saw Firm to Expand 


According to an announcement from 
the Industrial Bureau, Chamber of 
Commerce, Akron, Ohio, the Pittsburg- 
Erie Saw Co. will establish a plant 
in that city for the manufacture of 
saws and knives. L. E. Markell, presi- 
dent, and J. C. Grooms, secretary, hav: 
been making plans for the occupancy 
of a two-story building at 1006 Grant 
Street. The company now maintains 
plants at Erie, Pa., and Pittsburgh. 


Chicago to Have “Save the 
Surface” Mass Meeting 


Wednesday, May 23, has been selected 


| as the date for the big Chicago “Save 


leigh Hardware Co. as head of the | 
sporting goods department and also as | 
a director and assistant secretary. He | 


is survived by his wife and one son. 


Two Ohio Retail Stores 
Form Consolidation 


The Niele Harness-Hardware Co. 
and the Sweitzer Cycle & Hardware 
Co., both of Zanesville, Ohio, have been 
consolidated and will operate as the 
Niele-Sweitzer Co., with offices and 
salesrooms at 615-617 Main St. The 
new company will be incorporated and 


the Surface’ mass meeting. 

The committee has secured Orchestra 
Hall, which fronts on Michigan Boule 
vard. This gives the committee a the- 


| ater large enough to hold an expected 





will engage in the wholesale and re- | 


tail distribution of hardware and har- 
ness. The new firm is composed of J. 
Fred Niele, senior partner; O. F. 


Sweitzer, junior partner, and Ralph | 


Greene. 

Before going to Zanesville Mr. Niele 
was associated with Orme, 
Thompson, Cambridge, Ohio. 
sold his interest to the Young Hard- 
ware Co., Zanesville, and continued 
with the firm as buyer. Twelve years 
ago Niele purchased the Warner Har 


Niele & | 
Later he | 


big crowd as well as excellent parking 
space in front, making it convenient 
for those who attend from any parts of 
the city or suburbs. 

Ernest Trigg has accepted the invi- 
tation to make the principal address, 
and in addition to his talk, it is ex- 
pected that a prominent civic speaker 
will make a speech on civic pride. 

Mr. Trigg will be the guest of the 
“Save the Surface” Salesmen’s Club of 
Illinois at a dinner which is to be held 
before the meeting. 


W. E. Frost Hardware Co. Formed 

W. E. Frost has recently resigned 
as secretary-treasurer and_ general 
manager of the East Coast Hardware 


OF THE TRADE 


| in St. Louis in 1865. 


Co., West Palm Beach, Fla., and has | 


formed the W. E. Frost Hardware Co. 
The new company, which has a capital 
of $100,000, will conduct a wholesale 
and retail hardware business. 


Robert H. Stockton Dead 


Robert H. Stockton, president Ma- 
jestic Mfg. Co., St. Louis, died at his 
home there on April 27, aged eighty- 
one years. Death was caused from the 
infirmities of age and the effects of a 


hip fracture, suffered nearly three 
years ago. 
Born at Mount Sterling, Ky., he 


went to Missouri in 1857, working for 
a time in Columbia. He joined the 
Confederat2 Army at the outbreak of 
the Civil War and served as a lieu- 
tenant under General Sterling Price. 
Mr. Stockton began his business career 
He worked two 
years in the hardware store of Pratt, 
Fox & Co., and then entered the em- 
ploy of Waters, Simmons & Co., which 
later became the Simmons Hardware 
Co., of which he was first secretary 
and then vice-president, which position 
he held until 1888, when he resigned 
because of a nervous breakdown. In 
1892 he ard L. L. Culver organized the 
Majestic Mfg. Co. 


Osborn Co. Moves 


The J. M. & L. A. Osborn Co., Cleve 
land, Ohio, sheets, eaves trough, con- 
ductor pipe, ridge roll, roll roofing, etc., 
has moved into new quarters at 1541- 
1551 East Thirty-eight Street. Offices 
and sales rooms will be maintained at 
this location in a new building recently 
erected. The company has been lo- 
cated at 1047-1057 Superior Viaduc: 
since 1902 at which time the organiza- 
tion took its present incorporated name. 

The J. M. & L. A. Osborn Co. is the 
outgrowth of Meyers, Osborn & Co., 
established 1859 to manufacture stoves. 
In 1888 Mr. Meyers resigned and J. M. 
Osborn tock in his son, L. A. Osborn, 
forming the jobbing company known as 
J. M. & L. A. Osborn. At this time 
Osborn distributed housefurnishings, 
stoves and sheet metal supplies. 

At the time of incorporation in 1904 
the housefurnishing lines were dropped 
and from that time on the company 
has given ‘ts entire effort to the dis- 
tribution «f a complete line of sheet 
metal workers’ and furnacemen’s sup- 
plies. In 1920 the corporate capitaliza- 
tion was increased to $1,000,000. 


Gifford-Wood Co. Moves 


The Gifford-Wood Co., manufacturer 
of elevating and conveying machinery, 
Hudson, N. Y., has removed its Buffalo 
offices to Pittsburgh, Pa. The com- 
pany’s new quarters are located in the 
Peoples Bank Building, Fourth Avenue 
and Wood Street. 


A. A. Rieger Killed in Accident 


Albert A. Rieger, general manager, 
Leininger Sheet Metal Co., Akron, Ohio, 
died recently as a result of injuries 
received in an automobile accident in 
Canton, Ohio. C. F. Leininger, presi- 


dent of the same company, also was 
badly injured, but it 
he may recover. 


is thought that 


aie 
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Death of Charles E. Sheldon 

Charles E. Sheldon, chairman of the 
board of directors of the Whitman & 
Barnes Mfg. 
his home in that city April 30. 


He was born at Fitchburg, Mass., | 


April 14, 1850. In 1867 he became con- | 


nected with the Whitman & Miles Mfg. | 
of | 


Co. of Fitchburg, manufacturer 
mower and reaper knives and guards. 
A consolidation was made with other | 
plants and the name changed to Whit- 
man & Barnes Mfg. Co. 
Sheldon was made superintendent of the | 
Fitchburg works, and in 1877 he went | 
to Akron to take charge of the works 
there, being associated at that time with | 
Col. A. L. Conger and I. C. Alden. 
1889 he was made treasurer and 
later: vice-president and general man- 
ager. For a number of years the com- 
pany maintained a plant in the Chicago 
district which manufactured agricul- 
tural tools and in other ways its activi- | 


ties were broadened under Mr. Sheldon’s | : 


administration. 

He was president of the company 
from 1902 to 1915, when he retired and 
was elected chairman of the board of 
directors. Mr. Sheldon was one of a 
number of men of New England train- 
ing who migrated to the Central West | 
and contributed in an important way to | 
its development industrially. 


Gersting Builds New Store 


Charles Gersting, hardware mer- 
chant, Wheeling, W. Va., is erecting 


Co., Akron, Ohio, died at | 


In 1872 Mr. | 


In | ? 


rh 
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a new building at Thirty-seventh and 
Jacob Streets to provide more spacious 
quarters for his hardware business. 
The new store will have a fifty-foot 
frontage with complete modern equip- 
ment. The opening date will be July 
1, 1923. 

Mr. Gersting entered the retail hard- 
ware business thirteen years ago as a 
partner in the firm of Hackman & 
Gersting. Six years later Mr. Gersting 
bought out his partner and associated 
with his three brothers. Four years 
later he took over the entire business 
personally and has made great strides 
in building up a large retail trade. 





Indiana Group Meetings 


Group meetings scheduled by the 
Indiana Retail Hardware Asso- 
ciation for the near future are as 
follows: 


Dist. 10—Connersville, May 16. 


The association urges that all 
nearby members attend. 








Sy 


McCreary Buys Ohio Store 


J. L. McCreary, Cambridge, Ohio, 
has purchased the hardware business 
formerly conducted by Herring & 
Perry, Fredericktown, Ohio, and will 
make his home in that town. 
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Hopes to Sell President 
Harding Bill of Goods 


H. O. Crawbaugh has sold his Find- 
lay, Ohio, hardware store to D. W. 
Wolfe of Brownsville, Pa. Mr. Craw- 
baugh recently purchased a hardware 
store in Marion, Ohio, and will now de- 
vote his entire time to that business. 
Mr. Crawbaugh, it is said, hopes to in- 
terest the Harding family in hardware. 





Noyes-Cashman Co. Opened 


A new retail hardware store has been 
opened at Newburyport, Mass., under 
the firm name of Noyes-Cashman Co. 





Wm. Pernavus Opens Store 


William Pernavus will engage in the 
retail hardware business at 311 West 
Fourth St., South Boston. 





Fifteen Days of Furious Selling 


Characterized as “fifteen days of 
furious selling,” the Schroeder Hard- 
ware Co., Detroit, Mich., is reducing a 
$200,000 stock preparatory to moving 
from 1427 Broadway to 131 Cadillac 
Square. The new location will provide 
four floors and basement. This move 
has been made necessary by the con- 
stant expansion of business. 
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CERTANLY, 





{ WOULD LIKE TOLOOK AT A 
SAUCE PAN-ONE THAT HOLDS 
ABOUT TWO QUARTS 

















HERES JUST THE THING YOU /BUT ITS NOT JUST 
WANT-ITS ONLY 35 CENTS- 






















NOT WHAT YOU WANT~BUT THE 
PRICE IS ONLY 35 CENTS-THATS 
THE CHEAPEST SAUCE PAN WE 
HAVE IN STOCK 


TLL TRY SOME 
PLACE ELSE- 
























PARDON ME, MADAM, WE HAVE SOME 
VERY FINE SAUCE PANS THAT T 





THINK WILL INTEREST YOU- 
LET ME SHOW THEM T0 YOU 99 
__ 
x mp’ | 


THATS THE KIND 
} HAD IN MIND- 
TLL TAKE 'T-— 


THIS SAUCE PAN WILL GIVE YOU 
YEARS OF SERVICE-IT SELIS 

AT $100 AND SWELLWORTH 
THE PRICE 














NEVER OFFER QUR CHEAPEST ARTICLES FIRST~IT 
CUTS DOWN OUR PROFITS AND GIVES PEOPLE = 
A WRONG IDEA ABOUT THE QUALITY OF MERCHANDISE. 
WE CARRY— BESIDES IT DOESNT FLATTER OUR 
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Height of Prices Limit Sales 
to Current Needs of Trade 


ETTER retail buying is reported in practically all jobbing centers, although the ma- 
jority of buyers are said to be limiting their orders to actual requirements. Interest 
in futures has fallen off. 


Market observers believe the price peak has been reached, and that the next few months 
will see prices more or less steady and buying limited to sixty-day requirements. It is ex- 
pected by some that price concessions may be expected in the late fall or early winter. 


Shortages are reported in nails and wire products throughout the country, and a 
number of important new price advances became effective during the week. 


Manufacturers Price Changes 
Jy NTERPRISE Mfg. Co. of Pa., Philadelphia, has all prices on its line of White Mountain refrigerators. 
+ advanced prices on its line of meat choppers about 
7% per cent. 


American Zine Products Co., Greencastle, Ind., has 
reduced prices on zine sheets about $7 a ton. 

Savage Arms Corp., New York City, has advanced 
prices on some models approximately 5 per cent. 


United States Chain & Forging Co., Pittsburgh, Pa., 
has issued its price list No. 18, effective May 3, 1923, on 


Lied d 


welded chain. 


The Consolidated Tool Works., -Inc., New York City, 
has issued a new price list, effective May 1, 1923. 


The Maine Mfg. Co. of Nashau, N. H., has withdrawn 


United Lead Co., New York City, has reduced prices on 
drop shot about 10c. per bag. 

John Russell Cutlery Co., Turners Falls, Mass., has 
advanced prices on its putty knives about 10 per cent. 





Price Changes from Jobbing Centers 


| MPORTANT price changes made ef- 
’ fective during the week in the lead- 
ing jobbing centers were as follows: 


NEW YORK—Prices on Yale & 
Towne padlocks and night latches were 
advanced 10 per cent, and a 5 per cent 
advance was made on Yale & Towne 
door closers. Heavy hammers, steel 
squares, compasses, calipers, wing di- 
viders, putty knives, some makes of 


hand lawn mowers, wrought iron goods,. 


upholsterers’ nails, some makes of hose 
couplings, clamps and nozzles, lawn 
sprinklers, and cow bells were all ad- 
vanced 10 per cent. 


BOSTON.—AIl kinds of brushes, 
food choppers, lunch kits, lawn mowers, 
fountain sprinklers, toys, blacksmiths’ 
vises and wrought iron washers (in 
5 lb. packages) have been advanced 
about 10 per cent; crowbars, heavy 
hammers, stone hammers, wood chop- 





pers’ mauls, picks and mattocks were 
all advanced 5 per cent. “Bermico” 
paper was advanced $5 a ton. Electric 
light bulbs have been reduced from 8 
to 10 per cent; drop shot dropped 10c. 
per bag; and sheet zinc was reduced 
from 25 to 35c. per 100 lb. 


CHICAGO.—Some makes of fire- 
arms were advanced 5 per cent. Black 
steel sheets were advanced 35c. per cwt. 
and galvanized steel sheets were ad- 
vanced 40c. per cwt. Screws were ad- 
vanced locally 15 per cent. Stove pipe 
and elbows were advanced from 5 to 
7% per cent. Slight local reductions 
were made on tires and tubes. 


PITTSBURGH.—Step ladders were 
advanced about 2c. per ft. Grinders 
and sharpening stones were advanced 
slightly by some makers. Two of the 
leading chain manufacturers advanced 
prices $5 a ton on pound chain, and 


$10 a ton on steel loading chain. These 
advances were predicted two weeks 
ago in the Pittsburgh Market report. 
Makers of cold-drawn strips advanced 
prices $5 a ton, or from 3c. to 3.25c. 
in carload lots. 

CINCINNATI—Plain wire advanced 
$6 per ton. Roofing paper advanced 
5 per cent. Nails advanced 20c. per 
keg. Some makes of table and pocket 
cutlery were advanced locally. Rumors 
of price advances on tin lanterns per- 
sist in local market. Turpentine has 
advanced 10c. per gal. Price tenden- 
cies in the paint market are upward. 


TWIN CITIES.—Nails advanced 10c. 
per keg, and are now quoted at $4.10 
base. Sash weights were advanced 
25c. per cwt. Solder declined le. per 
Ib. Advances of from 8 to 10c. per 
lb. base were made on barbed, hog, 
cattle smooth black annealed and 
smooth galvanized annealed wire. 


THRE 
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New York Jobbers Think Prices Too High 
— Women’s Crusade Against Sugar 


Regarded as Public Warning 


OBBERS and retailers in the New 
York district are buying only 
what they actually need. Because 

of this fact there is a fair volume of 
pick-up business, 

Jobbers are in no sense reticent 
when asked for their opinions about 
the present price situation. They 
openly criticize it as “inflated” and 
many of them feel current prices are 
a check to business. 

Observers in this section seem to be- 
lieve that the price peak has been 
reached. During the summer and fall 
the price situation is expected to re- 
main somewhat dormant. Toward the 
last part of the year it is believed that 
secret price concessions will be made, 
and that a few market reductions will 
be announced. Any predictions about 
what will happen six or seven months 
from now are, of course, nothing but 
speculations. Nevertheless, there is a 
strong feeling among wholesalers that 
it may be necessary to take a sub- 
stantial depreciation on stock when in- 
ventory is taken the first of the year. 


BOLTS AND NUTS.—Interest mild; 


stocks fair; prices firm. 

Jobbers’ quotations, f.o.b. New York: 

Square nuts, 4%-in., l6c. to 17c. per 
lb.; ¥#s-in., 15c. to 16c. per Ib.; %-in., 
13c. to 14c. per lb.; fg-in., 12¢c. to 13c, 
per lb.; %-in., lle. to 12c. per Ib.; 
%-in., 10c. to lle. per Ib.; %-in., 9c. 
to 10c. per Ib. 

Common carriage bolts, % x 6 in. 
and smaller, 25 and 10 to 25 and 5 
per cent; larger and thicker, 25 and 
10 to 25 and 5 per cent. 

Machine bolts, *g x 4 and smaller, 
30 and 10 to 30 and 5 per cent; larger 
and thicker, 30 and 10 to 30 and 5 per 
cent. 

Lag screws, 30 and 10 to 30 and 5 
per cent. 

Semi-finished hexagon bolts, *%& and 
smaller, 60 to 60 and 10 per cent; 
larger and thicker, 55 to 50 and 10 
per cent. 

Tinners’ rivets, 45 to 50 per cent. 

Hexagon machine screw nuts, iron, 
45 per cent; brass, 60, 10 and 5 to 70 
per cent from new list. 

Toggle bolts, steel bright finish, 
per cent. 

Stove bolts, steel bright finish, 
to 75 and 5 per cent. 

Iron rivets, 45 to 50 per cent. Solid 
copper rivets, 20 per cent. 

Lock washers, 7 to %-in., 70 per 
cent; * to %-in., 70 per cent; }} to 
l-in., 70 per cent. 

expansion bolt shields, 65, 10 and 5 
per cent. 

Screw anchors, 75 and 10 per cent. 
GARDEN TOOLS.—Interest limited 
to pick-up requirements; stocks broken; 
prices firm. 

Jobbers’ quotations, f.o.b. New York: 

Spading Forks.—Boys’ size, 4 solid 
steel angular tines, iron D handles, 


$8.35 per doz. Adults’ size, 4 11-in. 
angular tines, malleable D handle, 


‘ 


strap ferrule, $10.25 per doz. Same, 
better quality, $12.25 per doz. Same 


with wood D handle, $16.53 per doz. 
Same, with heavy wood D handle, 
$18.25 per doz. Fork with 5 11-in. an- 
gular tines, wood D handle, strapped 
ferrule, $21.40 per doz. Same, with 
malleable D handle, $19.20 per doz. 
Subject to 5 per cent additional dis 
count for bundle lots. 


SCREWS.—Turnover 
firm; stocks reported light. 


Manure Forks.—Malleable D handle 
4 12-in. oval tines, strap ferrule, 
$12.25 per doz. Same, with wood D 
handle, $14.85 per doz. Fork with 5 
12-in. oval tines, wood D handle, 
strap ferrule, $18.25 per doz. Fork 
with 6 12-in. oval tines, wood D 
handle, strap ferrule, $20.45 per doz. 
Extra heavy manure forks, 4 oval 
tines, 15-in., strap ferrule, wood D 
handle, $18.85 per doz. Same, with 
4 diamond tines, 15-in., $18.85. Extra 
heavy fork with 5 oval tines, 16 in. 
long strap ferrule, wood D handle, 
$24 per doz. Extra heavy fork, with 
5 diamond tines, 16 in. long, strap 
ferrule, wood D handle, $33.25 per 
doz. Subject to 5 per cent additional 
discount for bundle lots. 

Malleable tron Rakes.—8 teeth, $3.70 
per doz.; 10 teeth, $3.95 per doz.; 12 
teeth, $4.40 per doz.; 14 teeth, $4.80; 
16 teeth, $5.25. Toy rakes with 6 
teeth, 4-ft. handles, $3.60 per doz. 
Steel garden rakes, polished, 10 teeth, 
$7 per doz.; 12 teeth, $7.70 per doz.: 
14 teeth, $8.45 per doz.; 16 teeth, $9.20 
per doz.; 18 teeth, $9.85 per doz. Steel 
gravel rakes, with 16 short teeth, 
$11.21 per doz. Extra heavy road 
rake, 6-ft. handle, steel teeth, 14 
teeth, $12.43 per doz.; 16 teeth, $13.17 
per doz. Steel bow rake, light pat- 
tern, made of one piece of steel. 12 
teeth, $7.25 per doz.; 14 teeth, $7.50 
per doz.; 16 teeth, $7.85 per doz. 

Hay Forks.—Two oval tines, 12 in. 
long, 5-ft. bent handle, plain ferrule, 
$11.05 per doz. Straight handle, 6-ft. 
strap ferrule, $13.10. Fork with 3 
oval tines, 12 in. long, straight 4%- 
ft. handle, $11.05 per doz.; 5-ft. bent 
handle, $12.20 per doz.; 6-ft. bent 
handle, $14.15 per doz. 

Garden Hoes.—Shank hoe, riveted 
steel blade, assorted 6%, 7 and 7% 
in., 4%-ft. handle, $4.14 per doz. 
Shank hoe, solid or assorted steel 
blades, 6 to 8 in., 4%4-ft. handle, $6.95 
to $7.69 per doz. 

Floral Spades.—Solid steel round 
point, iron D handle, $7.16 per doz. 
Garden sets range from $10.71 to 
$23.18 per doz. 

Garden Trowels.—6-in. solid socket 
— steel, grip handle, $6.75 per 
doz. 


NAILS.—Consistent demands for small 
quantities 
lative; stocks broken. 


continue. Prices 


Jobbers’ quotations, f.o.b. New York: 

Wire nails, $4.25 to $4.50 base, per 
keg. 

Cut nails, $4.50 base, per keg; wire 
nails and brads in small lots, 70 and 
10 per cent off list. 

Roofing nails, 1 x 2, 100 Ib., $9.50 
galvanized and $7.50 plain. 

Wholesale prices vary in different 
parts of the city. 


POULTRY NETTING.—Demands les- 
sening; prices stiff; stocks broken. 


Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after 
weaving, 40, 10 per cent. 

Square mesh, 2 x 2, $5.50 per 100 
sq. ft.; 3 x 3, $5.75 per 100 sq. ft.: 
4 x 4, $6 per 100 sq. ft.: 6 x 6, $6.50 
per 100 sq. ft.; 8 x 8, $7 per 100 sq. 
ft. Extras, 4c. per sq. ft. for nar- 
— than 24 in. and wider than 
8 in. 


steady; 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat head, 
75 per cent. Iron bright, round and 
oval head, 72% per cent. Iron blued, 
flat head, 75 per cent plus 5 per cent 
to net amount of invoice. Iron, blued 
round head, 72% per cent; brass, flat 
head, 70 per cent. Brass, round and 
oval head, 67% per cent. Hot gal- 
vanized flat head, 60 per cent; nickel 
plated, flat head, 62% per cent. Some 


tinue; 
what less. 


specu- 


prices 


jobbers give an extra 20 per cent on 
wood screws. 

Machine screws, rolled thread, iron, 
flat and round, No. 2 and 3, 57% per 
cent; No. 4 and larger, 66% per cent. 
Brass, flat and round, No. 2 and 3, 
52% per cent; No. 4 and larger, 60 
per cent. 


Jobbers’ quotations, f:0.b. New York: 

Screen Wire.—Black, 12 mesh, $2.15; 
extra, 15c. 100 sq. ft. on less than 24 
in. Competitive grade, $1.90 to $2.20: 
extra, 15c. per 100 sq. ft., less than 
24 in. and 15c. for 100 sq. ft. for half 
rolls. 

Dull Finish.—Zine coated galvan 
ized cloth, 12 mesh, $2.65; 14 mesh, 
$3.15; 13 mesh, heavy, $4.90. Extra 
same as black. 

Bright.—12 x 13 mesh, $4 to $4.10; 
X H 14 mesh, $5.60 to $7.75; 14 mesh, 
$4.30 to $4.35. Extra, less than 24 
in., 15c. per C; over 48 in., 60c. per C. 

Copper.—14 mesh, $7. Extra, lic. 
less than 24 in. widths. No half rolls. 

Bronze.—14 mesh, $7.50; 16 mesh, 
$8. Extras same as copper. 


interest continues; prices 


stocks good. 


Jobbers’ quotations, f.o.b. New York: 

Screen Door Catches.—Cast iron, 
diamond bolt with knob and lever 
handle, reversed bevel bent strike, 
outside plate 1% x 3% in. for doors 
% to 1% in., dark bronze, $2.75 per 
doz. Extra heavy catch, with knob 
and lever handle, outside plate 1% x 
4% in. for doors % to 1% in. thick, 
wrought steel, bronze plated or an- 
tique copper finish, $7.35 per doz. 
Wrought bronze in plain highly pol- 
ished or antique copper finish, $14.85 
per doz. 

Mortise-Screen Door Night Latches. 


—Lever handle for inside, knob for 


outside, lock case 3 x 2% in., front 
3% x 4% in., reversible 2 steel keys, 
for doors % x 1% in., steel trim, iron 
front latch, bronze plated or antique 
copper finish, $12.25 per doz. sets; 
bronze trim, with bronze front latch, 
plain or antique copper finish, $18 per 
doz. 

Screen Door Sets.—Consisting of 
one pair 7-11 hinges, one door pull, 
one gate hook and eye, complete with 
screws, japanned finish, $2.50 per doz. 
sets. 

Spring Hinges.—Loose pin steel 
japanned, 3 x 2% in., $1.75 per doz. 
pairs. Cast iron with steel spring, 
3-in. japanned, $1.35 per doz. pairs. 
Cast iron, 3-in. japanned, double act- 
ing, not adjustable, $2.85 per doz. 
pairs. Wrought steel, oil tempered 
coil spring, bronze plated, antique 
copper or dull brass, with screws, 
$2.75 per doz. pairs. 

Door Pulls.—Wrought steel, 5%-in., 
bronze plated, dull brass or antique 
copper, $4.25 per gross. Cast iron, 
japanned, 6-in., 49c. per doz. Door 
pulls, with plate, wrought steel, bevel 
edge plate, 7 x 2% in., pull 5 in. long: 
bronze, antique copper or dull brass 
finish, $1.90 per doz, 

Screen Door Checks.—Rubber 
bumper, cast iron spindle, 85c. per 
doz. 

Screen Door Springs. — Japanned, 
9-in., $2.64; 10-in., $3.36; 11-in., $4.68: 
12-in., $5.28; 13-in., $6; 14-in., $7.92 
per doz. less 40 and 10 per cent. 


WINDOW GLASS.—Good sales; stocks 
light; prices firm. 


Jobbers’ quotations, f.o.b. New York 
Window glass, A single, 83 per cent 
B single, 85 per cent; A double, 85 
per cent; B double, &6 to 87 per cent 

List of March 1, 1913, 


SCREEN WIRE.—Local shortages con- 
prices strong; demands some- 


SCREEN DOOR HARDWARE.—Pick- 
firm; 
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Chicago Business Feels Labor Shortage— 
Spring Sales Active—Prices Strong 


humming in this section during 

the past week. The last ten days 
of April showed a good increase over 
the first part of the month. Usually 
April wholesale sales show a decline 
over the March sales, but it is expected 
that the figures will be as good or bet- 
ter than March. 

The chief concerns of the wholesalers 
at present are the shortage of labor 
and low stocks of seasonable merchan- 
dise. It has seemed almost impossible 
to build up the customary stocks of 
merchandise ready for de-ivery during 
the next season. Local houses are pay- 
ing top prices for labor and find it ex- 
tremely difficult to get help of any 
kind. Overhead expenses have been 
mounting in the past few months. More 
manufacturers have withdrawn prices 
and are billing goods at prices ruling 
at date of shipment. Many manufac- 
turers have said that this action was 
justified as labor demands have in- 
creased to such an extent that prices 
very far in advance could not be esti- 
mated due to the uncertainty of what 
the labor costs would be as well as the 
costs of raw materials which have also 
been going up. 

Buying from the mills has slackened 
somewhat during the last two weeks. 
Railroad car specifications have been 
placed to such an extent that delivery 
will not be made for some time. Mills 
are booked heavy with construction 
material of all kinds and the delivery 
date is not certain, consequently build- 
ers are holding off until some of the 
back business is caught up before they 
get started on a project and then find 
themselves held up waiting for mate- 
rial. 

Road orders show a very good im- 
provement over last week, indicating a 
strong demand from all sections. Some 
dealers are still without the stocks or- 
dered on futures for spring delivery 
and are taking goods out of local 
stocks. 

There has been some talk about the 
pyramiding of orders, thereby causing 
an excessive demand which is inflated 
and does not really represent the actual 
wants of buyers. Conditions at the 
present time do not seem to indicate 
such a situation due to the way mills 
have held off accepting orders on pres- 
ent markets or insuring delivery at 
specified times. Mills are just now 
opening their books for third quarter 
business at slightly higher prices, 


J sienming i business has been 


which would indicate that present de- 
mand is expected to hold for some time. 

The labor situation in this section 
is really approaching a serious state. 
This means higher prices and increased 
cost of living. The last report of the 
implement manufacturers showed 97 


per cent of them working full time. 
Farm labor is reported short. Collec- 
tions are satisfactory and more buyers 
were in town than a year ago. 


Alarm Clocks.—Demand exceptionally 
heavy due to some extent to daylight 
saving. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 in 
doz. lots, $11.04 in case lots; Blue 
Bird, $13.20 in doz. lots, $12.84 in case 
lots; Black Bird, $18.96 in doz. lots, 
$18.36 in case lots; Bunkie, $20.88 in 
doz. lots, $20.16 in case lots; Look- 
out, $13.20 in doz. lots, $12.84 in case 
lots; Sleepmeter, $15.12 in doz. lots, 
$14.64 in case lots. 


Ammunition and Firearms.—Heavy fu- 
ture orders for ammunition received. 


Automobile Accessories.—Large sales 
expected; orders coming in in excellent 
volume; spring weather increasing 
sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c each; 
Regular, 58c each; Champion X, 45c 
each; lots of 100, 41c each; Champion 
Blue Box line, 53c each; A. C. Titan, 
58c each; lots of 100, 56c each; A. C. 
Special Ford, 44c each. 

Spot Lights.—Anderson No. 3280, 
$6.50 each; Stewart, $5.67 each. 

Motormeters.—Standard, $7.50 each; 
Universal, $5.60 each. 

Horns.—E. A. Electric (Ford) $4 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 
85e each; National Standard, No. 21, 
$1.20 each. 

Pumps.—Rose, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33%, per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non- 
skid, fabric, $9.20 each; cord, $11.95 
each; gray inner tubes, 30 x 3%, 
$1.42 each; red inner tubes, 30 x 3%, 
$1.95 each. 


Axes.—Some manufacturers sold out 
for the season; prices remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


Bicycles and Tires.—Difficult to obtain 
deliveries from factories; stocks badly 
broken; sales excellent; factories hope- 
iessly behind. 


Bolts and Nuts.—Some local changes 
have been made in prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts 
10-5 per cent off list; small carriage 
bolts, 45-5 per cent off list; large 
sized machine bolts, 40-10 per cent 
off list; small sized machine bolts, 50 
per cent off list; all stove bolts, 70-5 
per cent off list; all lag screws, 50-5 
per cent off list. 


Builders’ Hardware. — Situation _ re- 
mains unchanged; local stocks badly 
broken. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.24 per doz. pr.; 4 x 4 steel 
butts, old copper and dull brass fin- 


1%-in., Cylinder, 





ish, in case lots, $4.44 per doz. pr., 
heavy bevel steel inside sets, case 
lots, $8 doz.; steel bit-keyed front 
door sets, $2 per set: wrought brass 
bit-keyed front door sets, $4 per set; 
cylinder front door sets, $8.50 per 
set. 

Chains.—Market firm; further price 

advances expected; local stocks com- 

plete; orders very heavy. 

We quote from jobbers’ stocks, 
f.0.b. Chicago: *%-in. proof coil chain, 
$8.75 per 100 lb.; American coil chain. 

00 per cent off list; No. 00, 4% electric 
welded cow ties, $2.85 per doz. 
Coaster Wagons and Sleds.—Jobbers 
booking largest future sled business in 
history. Coaster wagons in excellent 
demand. 


Copper Rivets and Burrs.—Prices are 
strong; sales large; manufacturers full 
of orders. 

_ We quote from jobbers’ stocks, 

f.o.b. Chicago: Copper rivets and 

burrs, 30 per cent discount. 
Cutlery.—Future and current orders 
for pocket knives, shears, scissors, 
butcher knives, table and kitchen cut- 
lery coming in very freely from all 
sections. 


Eaves Trough and Conductor Pipe.— 
Prices strong; advances being asked by 
many sellers; large business being 


booked. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 29-gage, 5-in. lap joint 
gutter, $4.75 per 100 ft.; 29-gage, 3-in. 
conductor pipe, $5.10 per 100 ft.; 29- 
gage, 1% x 8-in. ridge roll, $4 per 
100 ft.; 29-gage, 3-in. conductor el- 
bows, $1.55 per doz. 


Field Fence.—Mills sixty days behind; 
stocks are broken; orders coming in 
freely at new advanced prices; price 
changes likely. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 60% 
per cent discount from lists. 

Files—No recent market change; de- 
mand good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 65-5 
per cent off list; Nicholson files, 50-10 
per cent off list; Disston files, 5 


10 per cent off list; Black Diamond 
files, 50-5 per cent off list. 


Fishing Tackle. — Current business 
good; fill-in orders have already 
started. 


Galvanized Ware.— Due to _ higher 
prices of all steel materials resulting 
from increased wages all galvanized 
ware will be higher. Manufacturers’ 
advices further confirm this situation. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvanized 
water pails, 8-qt., $2.15 doz.; 10-qt., 
$2.40 doz.; 12-qt., $2.60 doz.; 14-qt., 
$3 doz.; galvanized wash tubs, No. 1, 
$6.75 doz.; No. 2, $7.75 doz.; No. 3, 
$9 doz. 

Garden Hose.—Factories asking sixty 
to ninety days for delivery on new or- 
ders. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. two-ply molded 
hose, 9%c. to 12%c. per ft.; %-in. 
cord hose, 8%c. to 10c. per ft.; %-in. 
wrapped hose, 13%c. per ft. 


a olen al 
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Glass Oven Ware.—Business satisfac- 
tory; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214,°$12 doz. 
. Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 


Casseroles.—Oval, No. 193, $12 doz.; 
No. 194, $16 doz.; No. 197, $14 doz. 
Nursing Bottles.—Narrow neck, flat 
shape and wide mouth, 4-oz. (nar- 
row neck only), 80c. per doz.; all 
styles, 6-oz., $1.60 per doz.; 8-oz., $2 


per doz.; 10-0z., $2.40 per doz. 

Pie Plates.—No. 202, $6 doz.;: No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 


232, 


, $14 doz. 

Glass and Putty.—Replacements slow; 
market firm; demand increasing daily. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Putty, 100 lb. kits, 
$3.70; commercial putty, $3.55; glaz- 
iers’ points, Nos. 1, 2 and 3, one doz. 

packages, 65c. 


Handled Hammers. — Manufacturers 
behind with their orders; sales active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first quality 


nail hammers, $13.25 per doz.; 12-oz. 
ball pein, $10 per doz.; competitive 
forged nail hammers, $8 per doz.; cast 


steel hammers, $5 per doz. 
Eye Hammers or Sledges.—Shipments 
from factories are slow; demand nor- 
mal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smith sledges, 5-lb. and heavier, 12c. 
per lb. 


Hatchets.—Manufacturers have full or- 
der books and deliveries are delayed; 
sales above normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $19.40 per doz.; com- 
petitive grade, $15.65 doz.; warranted 
shingling hatchets, No 3, $15 doz.; 
competitive forged shingling hatchets, 
No. 2, $11.10. 


Hickory Handles.—Manufacturers un- 
able to keep up with the demand; early 
price advances expected. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Hickory handles—No. 
1 hickory axe handles, $4 per doz.; 
No. 2, $3 per doz.; finest selected sec- 
ond growth white hickory handles, $6 
per doz.; special white second growth 
hickory, $4.50 per doz.; No. 1 hatchet 
and hammer handles, 90c. per doz.; 
second growth hickory hatchet and 
hammer handles, $1.40 per doz. 


Hinges.—Large volume of business 
booked by manufacturer and jobber; 
local stocks in fairly good shape. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., $1.02; 5-in., $1.24; 6-in. 
$1.70; 8-in., $3. 80; 10-in., $4. 30 pe r doz. 
pairs. Extra hez AVY . hinges in 
bundles, 4-in., $1.56; 5-in., $1.65; 6-in., 
$2.05; 8-in., $3.51; 10-in., $5.10 per doz. 
pairs. 

Ice Cream Freezers. — Prices’ un- 
changed; business satisfactory; heavy 
spring orders shipped. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Peerless and Alaska, 
l-qt., $2.95: 2-qt., $3.45; 3-qt., $4.10; 
4-qt., $5, less 20-10 per cent. White 
Mountain, %-qt., $3.50; 1-qt., $4.90; 
2-qt., $5.70; 3-qt., $6.90; 4-qt., $8.30; 
6-qt., $10.50; 8-qt., $13.50; 10-qt., $18; 
12-qt., $21.60, less 50 per cent. Arctic, 
12-qt., $3.80; 2-qt., $4.60; 3-qt., $5.45; 
4-qt., $6.80; 6-qt., $8.60; S-qt., $11.10, 


less 50 per cent. 
Lawn Fence and Gates.—Orders good; 
prices firm; no advances have been 


HARDWARE AGE 


made; higher prices may be forthcom- 
ing. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Lawn fence, 58 per 
cent discount; galvanized gates, 45 
per cent discount; painted gates, 55 
per cent discount. 


Lawn Mowers and Grass Catchers.— 
Manufacturers working to capacity; 
possibility of shortage; current busi- 
ness good volume. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 12-in., $5.20 each net; 
14-in., $5.50 each net; 16-in., $5.85 
each net; 18-in., $6.20 each net; ball 
bearing lawn mowers, 4 blades, ad- 
justable bearings, 8-in. drive wheels, 
finished in gold, aluminum and blue, 


14-in., $7.50 each net; 16-in., $7.80 
each net; 10%-in. raised open drive 
wheel, 4 tempered steel blades, reel 


6-in. diameter, finished in aluminum, 
gold and green, red and gold striped, 


$9.50 each net. Same, 16-in., $9.95 
each net; same, 18-in., $10.45 each 
net; 20-in., $11.15 each net. 


Grass catchers, wire frame, adjust- 
able heavy iron bottom, white duck, 
for mowers 12 to 16-in., $9 per doz. 
net; same for mowers 16 to 20-in., 
$10.50 per doz. net. 


Nails.—Shortage continues in some 
sizes; jobbers have fair stocks of 
standard sizes; deliveries from mills 
slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
- longer; $2.50 for shorter than 1 


n. 


Oil Stoves.—Sales opening up in fine 
shape; heavy demand expected. 


We quote from jobbers’ - stocks, 
f.o.b. Chicago: New Perfection, 
2-burner, $17.50 list; 3-burner, $23.50 
list; 4-burner, $29.50 list; all less 30 
per cent in lots less than 10 


Paints and Oils.—Linseed oil steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, $1.40 
per gal.; 5-barrel lots, $1.35 per gal. 

Linseed Oil.—Boiled, barrel lots, 
$1.42 per gal.; 5-barrel lots, $1.37 per 


gal. 
"Turpentine. —Barrel lots, $1.55 per 


, Alcohol.—In barrels, 46c. 


per ga 

White Lead.—100-Ib. kegs, 14%c. 
per lb.; 50-Ib. kegs, — per lb.; 
25-Ib. kegs, sone per Ib.; 12%- -lb. 
kegs, 15c. per ] 


Dry Paste. A barrels, 64%4c. per Ib. 

Shellac.—(4-lb. goods) white, $4.25 
per gal.; orange, rf per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ibs. 


Prepared Roofing.—Prices firm with 
advancing tendency; sales unusually 
active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2 per square; 
best talc surfaced, $2.20 per square; 


medium tale surfaced, $1.55 per 
square; light tale surfaced, $1 per 
square; red rosin sheathing, $85 per 
ton. 


Roller Skates.—Steady demand for rol- 
ler skates; manufacturers are behind. 
Prices for next season will be an- 
nounced soon and will be higher. 


Rope.—Prices unchanged; sales heavy; 
good advance orders for the haying 
season. 


We 
£.0:D. 
rope, 


quote from jobbers’ stocks, 
Chicago: First quality manila 
standard brands, 18%c. to 20%c. 
per lb.; No. 2 manila rope, 17c. to 
18%c. per lb. base; so-called hard- 
ware grade manila rope, 17\%c. — 
lb.; No. 1 sisal rope, highest quality, 
standard brands, 14%c. to 16%c. per 
Ib. base; No. 2 sisal rope, standard 
brands, 13%c. to 15c. per Ib. base. 
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Sash Cord.—Manufacturers have ad- 
vanced; no local price changes re- 
ported; demand good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.80 per doz. hanks; No. 8, $12.5 
per doz. hanks. 


Sash Weights.— No stable market. 
Foundries hard pressed to supply the 
demand; many makers seem to quote 
only on the basis “what the traffic will 
bear.” 


Screen Goods.— Business has opened 
up; orders very heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 241, 2 ft. 6 in. x 
6 ft. 6 in., $28.80 per doz.; 2 ft. 8 in. x 
6 ft. 8 in., $21.75 per doz.; 2 ft. Pe in. 
x 6 ft. 10 in., $22.80 per ‘doz. ; = ft, 
$23.80 per doz. No. 29 96, 2 x 6, ‘OTA 
per doz.; 2 x 8, -. 20 per doz.; 2 x 10, 
$29.55 per doz.; 3 x 7, $30.65 per doz. 


Screws.—Makers report themselves 
from two to four months behind on or- 
ders. No changes in local prices as yet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head _ bright 
screws, 82-5 per cent new list; round 
head blued, 75-20-5 per cent new list; 
flat head brass, 78-5 per cent new 
list; round head brass, 70-20-5 per 
cent new list; japanned, 70-20-5 per 
cent new list. 


Shearing and Clipping Machines.— 
Season backward; sales good; early de- 
mand from South heavy. The demand, 
especially for extra plates and parts, is 
very heavy now. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1 ball 
bearing clipping machine, $10.75; No. 
360 top plate, $1; No. 361 bottom 
plate, $1.50; dealer’s discount 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voltages, hanging 
type, $80; pedestal type, $85; dealer’s 
discount 25 per cent. 


Solder and Babbitt Metal. — Solder 
prices unchanged; demand excellent; 
all makers busy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $30 per 100 lb.; medium, 45-55 
solder, $20 per 100 Ib.; tinners’ 40-60 


solder, $28 per 100 ib.; high speed 
babbitt metal, $22 per 100 Ib.; 
ome No. 4 babbitt metal, $12 per 


Steel Goods.—Factories catching up on 
orders; deliveries fairly prompt. Stocks 
in good condition; demand strong. 


Stove Pipe, Elbows, Etc.—Orders ahead 
of all previous records, and late buyers 
expect delayed deliveries. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Stove Pipe.—30-gage 6-in. nested 


blued pipe, $14 per 100 joints; 28-gage, 
$15 per 100 joints; 26-gage, $18 per 
100 joints. 

Elbows.—6-in. blued corrugated, 30- 


gage, $1.45 doz.; 28-gage, $1.60 doz. 
Coal Hods.—Galvanized 17-in., 
$5.40 per doz. 
Stove Boards.—Crystal, 33-in., 


$23.90 per doz. 
Steel Sheets.—Local stocks complete; 
delays in shipment expected later on; 
mills are booked far ahead, some are 
not accepting orders at all, others take 
them only subject to indefinite delay. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 


sheets, $6.35 per 100 Ib.; 28-gage 
black sheets, $5.20 per 100 Ib. 


Wire Goods.—Stocks of poultry netting 
and wire cloth are rapidly melting 
away with little hope of adequate re- 
plenishment from the factories. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. black annealed 
wire, $3.70 per 100 lb.; catch weight 
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spool galvanized cattle or hog wire, 
$4.60 per 100 lb.; 80-rod spool gal- 
vanized hog wire, $3. 98 per spool; No. 

9 galvanized plain wire, $4.15 per 100 
Ib.; polished fence staples, $4.25 per 
100 lb.; catch weight spools painted 
barb wire, $4.30 per 100 lb.; 12 —— 
black wire cloth, L per 100 sq. 

12 mesh galvanize wire cloth, $2. 8 
per 100 sq. ft.; galvanized before 
poultry netting, 50-74% per cent 
discount; galvanized after poultry 
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netting, 40-10-7% per cent discount. 
Wheelbarrows.—Demand active; fac- 
tory deliveries slow; new prices well 
established; market firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 4 Tubular, $7.50 
each, No. 14, Steel tray and leg, con- 
tractor’s barrow, $7.25 each; Com- 
petitive grade, steel tray, $4.50 each; 
Common wood, bolted, $3.75 each; 
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Steel leg, garden barrows, $6 each. 
Wrenches.—No local price changes 
have been reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off; engineers 
wrenches, 25 per cent off; knife 
handle wrenches, 40-10 per cent off; 
Stillson, 60-10 per cent off; Trimo, 
60-7% per cent off. 


Prices Rise in Boston Market as Floods 
Sweep New England Towns, Crippling 
Spring Stocks and Sales 


enjoy a business well in excess of 

that of a year ago, and in some 
instances the largest volume on record. 
In view of the shortages of nails and 
other staple hardware commodities, due 
to .the inability of manufacturers to 
ship goods into this territory, the show- 
ing made by the jobbers is all the more 
remarkable. It is quite apparent, how- 
ever, that retail hardware dealers as a 
whole are not-covering future require- 
ments as freely as heretofore. Buying is 
now confined largely to immediate 
needs, which emphasizes the fact that 
retailers are experiencing larger de- 
mands from the public now that the 
weather is more seasonable. A _ bet- 
ter credit situation also substantiates 
an increase in the over-the-counter 
movement of goods. 

In wholesale mill supply circles 
there is marked curtailment in buying 
by retail hardware dealers and con- 
sumers. Metal working industries 
throughout New England generally are 
operating on as high a ratio as the 
labor supply permits. For months in- 
dustry’s purchases of mill supplies 
were exceptionally heavy, and a let-up 
at this time is considered natural. Mill 
supply business is not quiet. On the 
contrary it is comfortably active, but 
not nearly as much so as a month ago. 
Heavy hardware jobbers are having a 
steady trade. 

The past week witnessed the most 
serious flood conditions experienced in 
New England in years. Just how 
much damage has been suffered by the 
hardware trade is problematical. At 
least one retail dealer at Gardner, Me., 
had three feet of water in his store and 
incomplete reports from other sections 
of Maine indicate damage to goods in 
hardware establishments. The loss in 
business not only in Maine, but in 
New Hampshire, Vermont and Massa- 
chusetts cannot be even estimated. 
The retail trade’s fishing tackle trade 
has materially slowed up, the floods 
having put fishing as a sport out of 
the running. 


Sess hardware jobbers continue to 


Barrows.—The demand continues in 
sizable volume. Jobbers’ stocks small. 


We quote from Boston jobbers’ 
stocks: 

Barrows.—Garden, standard makes, 
g00d quality, No. 4, $5.75 each; in lots 


of six, $5.50 each. Canal, No. 120, 
$3.50 each; No, 75A, steel gray, $6.50 
each. 
Bottles.— Demands are remarkably 
good for this season. Jobbers’ stocks 
are fair. 


We quote from Boston jobbers’ 
stocks: 

Vacuum Bottles. — Thermos line, 
brow n pints, $2 each list; quarts, 
$3.25; brass, nickel plated, quarts, $4; 
green, pints, $2.25; quarts, $3.50. Dis- 
count 25 and 10 per cent. 

Fillers.—Haif pints, $1.10 list; pints, 
$1.25; quarts, $2. Discount 25 and 10 
per cent. 


Bulbs.—Practically all of the electric 
light bulb makers have reduced their 
prices. The declines range from 8 to 
10 per cent. This is the second time 
since April, last, these bulbs have been 
reduced in price. There is a better 
demand for this class of merchandise. 


We quote from Boston jobbers’ 
stocks 

Electric Lighting Bulbs.—Tungst: on 
10 to 50 w., 32c. each list: 60 w., 37c. 
Mill type, 95 and 50 w., 37c. each list. 
Gas filled, 50 w., 50c. each list; 75 w 
55e.; 100 w., 70c.; 150 w., 90c.; 200 w., 
$1.15. Discount from stock 25 per 
cent; on direct factory shipments 50 
per cent, 


Crowbars. — New prices, representing 
another advance, have been put into 
effect on crowbars. The higher prices 
so far have had little visible influence 
on buying. 


We quote from Boston jobbers’ 
stocks: 

Crowbars.—Under 10 Ib., 70c. each; 
ovey 16 Ib., 8%c. per Ib. 


Clippers.—More_ seasonable weather 
has stimulated sales. 


We quote from Boston jobbers’ 
stocks: 

Toilet Clippers.—-Chicazo Flexible 
Shaft A-1, $1.50 each; Khedive, $1; 
Pilgrim, No. 00, $1.10; Plymouth, No. 
0, 95e.; No. 90, $1.10; Suecess No. 1, 
pi 50; No. 0, $1.65: No. 00, $1.88; 
Capital, No. 1, $2.35: No. 00, $2.60; 
Andis, No. 0, 00 and 000, $2.75; Amer- 
ican Gentleman, $1.50 list. 

Stewart No. 1. Ball Bearing Clip- 
ping Machine, $10.75: No. 369 Top 
Plate, $1: No. 361 Bottom Plate, $1.50; 
dealers’ discount, 25 per cent 

Stewart Electric Clipping Machine, 
all standard voltages: hanging tyne, 
$80, f.0.b. Chicago; pedestal type. $85. 
f.o.b. Chicago; dealers’ discount, 25 
per cent. 


Food Choppers. — In common with 
other makes, local jobbing quotations 
on Russell & Erwin food choppers have 
been advanced to the basis given 
below. 


We quote from. Boston jobbers’ 
stocks: 

Food Choppers.—Russell & Erwin 
line, No. 1, $27 per doz. list; No. 2, 


$33; No. 3, $42. 
per cent. 


Guns and Ammunition—The market 
for drop shot is 10c. per bag lower. 
Orders for both guns and ammunition 
continue for delivery later in the 
season. 


Discount 25 and 10 


We quote from Boston jobbers’ 
stocks: 

Ammunition, — Loaded shells, 25 
and 1 per cent discount; rim fire 
eartridges, 25 per cent discount; 
center fire cartridges, 18 per cent dis- 
count. 


Drop Shot.—Smaller than B, $2.70 
per bag; B and larger, $2.95 per bag 


Air rifle, Boy Scout, shot, $4.85 per 
case. 

Guns.—Baker line, Patavia Leader, 
$32 each net; with ejector, $44.50 
Black fSeauty, $50; with ejector, 
$62.50. Paragon, $82; with ejector, 


$94.50. Expert with ejector, $165; De 

Luxe with ejector, $320. War tax in- 

cluded in the above prices. 
Hammers.—As was indicated a fort- 
night ago, heavy hammers and similar 
items have been advanced. Retail 
hardware dealers have, it is believed, 
covered their requirements and there- 
fore will be able to take advantage of 
the new quotations. 


Ve quote from Boston jobbers’ 
stocks: 

Hammers.—Heavy, under 5 Ib., 59 
and 10 per cent discount; over 5 
lb., 60 per cent discount. Stone 


hammers, 59 and 10 per cent di 
count: wood choppers’ mauls, 50 and 
10 per cent discount. 


Hammocks.—All kinds and makes of 

hammocks are beginning to interest the 

retail trade. Couch types appear to 

be the most popular. Contrasted with 

a year ago, prices on the less expensive 

kinds are about $1 a hammock — 
We quote from Boston jobber 


stocks: 
Hammocks. — Standard makes of 
couch styles, $11.25 to $18 each. 


Handles.—Individual orders are small, 
but a great many individual retail 
firms are ordering goods weekly. 
We quote from Boston jobbers’ 
stocks: 3 
Handles, hay fork, hoe and rake, 25 
per cent discount, regular; 25 per 
cent discount on quality lots Wooden 
D-handles, 10 per cent discount 
Fork ferrules, 25 per cent discourt 
Hinges.—The Bommer line of screen 


door hinges, No. 900, have been 


marked up to $2.25 per doz. 
Lawn Mowers.—Lawn mower values 
have advanced. 
We quote from Boston jobbers’ 
stocks: 
Lawn Mowers.—Competitive makes, 


14-in., $6 net: 16-in., $6.25 Colonial, 
16- in., $8.75 list; 18-in., $9.13; New- 
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port, 16-in., $8.25; 18-in., $8.63; Lake- 
wood, 16-in., $9.63; 18-in., $10; Im- 
perial, 14-in., $13.25; 16-in., $14.25; 
18-in., $15.25; 20-in., $16.25. Discount 
50 per cent. 


Nails.—The situation is unchanged. 
Railroad embargoes are the greatest 
drawback to getting goods from the 
mills. 


We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, $4.10 per keg, base 
from store; from mill, in less than 
carload lots, $3.35 per keg base, 
and in carload lots, $3.10 per keg, base, 
f.o.b. Pittsburgh; Galvanized wire 
nails, 1-in. and longer, add $2.50 per 
keg; shorter than 1-in., $2.75; cut nails, 
from store, $4.55 per keg base; direct 
shipments, in car lots, $3.60 per keg, 
base; in less than car lots, $3.75; 
Tremont cut nails, in car lots, $4.10 
per keg, base; in less than car lots, 
$4.25; all car lots and less than car 
lots f.o.b. mill; galvanized cut, $8.15 
from store; cement coated nails from 
mill, in less than carloads, $3.75 per 
keg, base; in carloads, $3.45; hard 
steel nails, from store, $8.10 per keg, 
base; from factory, $7.60; blued 3- 
pennyweight, light sterilized lath, 
$2.05 per keg. 

Papers.—Reflecting an advance made 
a week or so ago by the producers, the 
market for Bermico paper is $5 a ton 
higher. Otherwise paper quotations 
show no variation. The demand con- 
tinues excellent. Jobbers are behind 
on deliveries. 

We quote from Boston jobbers’ 
stocks: 

Roofing Paper.—Bermico paper, $95 
per ton, f.o.b. Boston stock. Tarred 
felt paper, $60 per ton from stock. 
Sheathing paper, direct factory ship- 
ment, $68.50 a ton. 


Percolator Tops.—Jobbers have made 
a material reduction in their prices on 
percolator tops. They are quoting in 
gross lots at as low as $2.75, whereas 
it was only a short time ago prices 
were $4 or better. 

Picks and Mattocks.—In common with 
other heavy tools, picks and mattocks 
have been advanced. Orders are in- 
creasing. 


We quote from Boston jobbers’ 
stocks: 

Picks.—Railroad, 40 and 10 per 
cent discount; contractors’, 40 per 
cent. Grub hoes, 40 and 10 per cent 
discount. Mattocks, 40 and 10 per 
cent discount. 


Poultry Supplies.—Retail sales large. 
Most of the retail trade is now well 
covered. 
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We quote from Boston jobbers’ 
stocks: 

Brooders.—National line, A, 500 
chick capacity, $21.50 each; B, 1000 
chick capacity, $26.50 each. Less 30 
per cent discount to the trade. Blue- 
flame, No. 27, $17.50; No. 28, $20; No. 
29, $22.50 each, list. 

incubators.—Buckeye line, No. 1, 
$37.50 each, list; No. 2, $44.50; No. 3, 
$57.75; No. 4, $68; No. 5, $107; No. 14, 
$16.50; No. 16, $27.50; No. 17, $36.75. 
Discount from stock, 30 per cent. 
From factory, Springfield, Ohio, 
f.o.b., 35 per cent. 

Poultry Netting.—From store, 40 
and 10 per cent off list. From fac- 
tory, 50 and 5 per cent discount, f.o.b. 
Pittsburgh, on any size of netting 
galvanized after weaving. For net- 
ting galvanized before weaving an 
extra 10 per cent is charged. 

Staples.—Galvanized poultry, from 
Store, $5.90 per cwt. (in 100-lb. kegs); 
from the factory, in carload lots, 
$4.80 f.o.b. Pittsburgh; in less than 
carloads, $5.05. From store, in 10-lb. 
cartons, $6.90; 1-lb. papers, $7.90; 
$ cy papers, $8.90; %-Ib. papers, 

Troughs.—Royal feed, 12- a: $2.50 
per doz., list; 18-in., $3; 24- A? $4. 
Discount 3314 per cent. 

Fountains.—Royal galvanized drink- 
ing, 1-qt., $4 per doz., list; 2-qt., $5; 
4-qt., $6: Mason jar, galvanized, 
$1.25. Charcoal tin, $1.75 per doz. 


Roller Skates.—The demand increases 
while the supply continues exception- 
ally short. 

We quote from Boston jobbers’ 


Roller Skates. — Children’s, plain 
bearings, 70c. per pair; boys’ and 
girls’, plain bearings, $1 per pair net; 
ball bearing, $1.65 per pair net. 


Shears.—Although not really active, 
the market is stronger. 


We quote from Boston jobbers’ 
stocks: 

Shears (grass).—No. 1, $2.40 per 
doz., net; No. 11, $3.75; No. 1316, 
forged and tempered, $4; No. 0267K, 
blades, shank and bows polished, 
$6.50. Disston line, No. 1105, $9 per 
doz. net; No. 1107, $10. 

Sheep Shears.—Etched goods, No. 
055E, $8 per doz., net; No. 57K, $9. 


Scythes and Snathes.—Retail buying 
increasing. 


We quote from Boston jobbers’ 
stocks: 

Scythes.—Little Giant, $16 per doz.; 
bramble sizes, $16.50 per doz.; brush 
sizes, $16.50 per doz. 

Snathes.—Ash, $13 per doz.; cherry, 
$14.75 per doz.; bush, $14.50 per doz. 

Toys.—Makers of the Wolverine line of 
toys advanced prices May 1. Jobbers, 
however, have decided not to change 
their prices for the time’hbeing, at 


least. Some of them go so far as to 


— 
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predict they will maintain their present 
prices during the sale of their stocks. 


Vises.—Blacksmith’s solid box, long 
leg vises have been. advanced 10 per 
cent. Prices on other vises remain as 
heretofore. The demand is good. 
me quote from Boston jobbers’ 
is 

Vises.—Regular standard makes list 
less 25 per cent discount; combina- 
tion bench and pipe, 16% per cent 
discount, 

Washers.—Wrought iron washers, in 
51lb. boxes, are higher. The demand 
is very good. 

We quote from Boston jobbers’ 
stocks: 

Cast washers, %-in. and smaller, 
5%4c. per lb.; large, 4%c. per lIb.; cut 
washers, 200-lb. kegs, list less 2c., in 
full kegs with regular extras for 
broken kegs; malleable washers, 1l5c. 


er lb. 

Wrought washers, iron, in 5-lb. 
boxes, ys-in., 14c. per lb. net; %-in., 
12%c.; fe-in., 11%c.; %-in., 10%c.; 
ys-in., 9%c.; oe 9%c.: -in., 
%-in., 9c.; -in., 

- ¥ Bas cent off is al- 
lowed on lots of 25-Ib. 


Washing Machines.—The spring sea- 
son is opening well. 
mM quote from Boston jobbers’ 


ot Vashing Machines.—Electric, Haag 
line, 110 volts, 60 A.C., Dolley type, 
No. 10E, $62.65 each ‘net; Cylinder 
type, galvanized tub and wooden 
eylinder. No. 70E, $87.50; metal cyl- 
inder, $87.50. Bluebird line, $160 list; 
discount 40 per cent for single ma- 
eg and 40 and 5 per cent in lots 
of six. 


Wedges.—The cost of wood choppers 
wedges has advanced Ic. per Ib. 
We quote from Boston jobbers’ 
stocks: 
Wedges.—Wood choppers, Truckee 
pattern, 9%4c. per Ib 
Zinc.—Sheet_Zine has declined 25c. to 
35c. per 100 Ib., according to the size 
of purchases. This decline is the first 
one noted in zinc in many weeks. 
We quote from Boston jobbers’ 
stocks: 
Zinc.—In 600-lb. casks, 11.25c. per 
1b.; in 200-Ib. casks, 11.50c.; in 100- 
lb. casks, 11.75c.; in less than case 
lots, 11.25c. per Ib. 
Lunch Kits.—Jobbers have put into ef- 
fect new prices on lunch kits, which 
represent an advance. The demand 
for kits is expanding. 
We quote from Boston jicbbers’ 
stocks: 
Lunch Kits.—No. 400, $3; No. 496, 
$3.25. Discount 25 and 10 per cent, 


Though Records Smash and Factories Hum 
Pittsburgh Hears a Warning Note 


LL former one month production 
A eons for pig-iron and _ semi- 

finished steel were broken in 
April, this country having made 
8,547,551 tons of pig iron. The figures 
on billets and sheet bars not yet being 
available, but they will also show the 
biggest output last month of any single 
month in the history of the steel 
trade. It is a remarkable fact that 
this country is now making pig iron 
at the rate of more than 44,000,000 
tons per year, the highest previous out- 
put in any one year having been in 


1916, the total output in that year 
having been a little more than 39;000,- 
000 tons. It is doubtful, however, 
whether the present heavy rate of out- 
put of pig iron will be maintained for 
longer than another month or two, as 
the present demand is dull, and some 
blast furnaces that are known as 
merchant stacks, selling their output 
of iron in the open market, have very 
few orders on their books, and some 
of them it is said will be forced to 
go out of blast within a short time. 
There were no important advances 


or declines in prices on finished steel 
products in the past week, and there 
seems to be no doubt but that it will 
be the continued policy of the large 
steel makers to hold prices in check, 
and prevent any further advances in 
prices if possible to do so. Consumers 
have no fears now of not being able 
to get enough steel. There seems to 
be no incentive to buy ahead, very lit- 
tle new business is being placed. The 
steel mills are doing better than for 
some time in making deliveries, but 
on three important steel products, 
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these being wire and wire nails, steel 
pipe of all sizes and sheets, the mills 
are very far back in deliveries, and 
will be for some time to come. 

A disquieting feature of the steel 
market now present is, that lately 
quite a few large building projects, in 
which many thousands of tons of steel 
would have been used, have been put 
off indefinitely on account of present 
high building costs. It is also true 
that a good many apartments and 
single homes that would have been 
built this year, have been laid aside 
until building costs are lower. An- 
other feature of the steel market is 
that premium prices for early delivery 
are about gone. Consumers seem to 
have pretty full stocks, and no longer 
seem willing to pay the high premiums 
asked by mills that can ship promptly. 

The fine weather of the past ten 
days or more has started up business 
more actively in the hardware trade. 
Several local jobbers report that sales 
in the last two weeks of April showed 
a large increase over the first two 
weeks, and so far in May are showing 
a larger increase. Stocks held by re- 
tailers are fairly large, as they bought 
quite heavily some time ago in the 
fear that there would be a shortage on 
some goods they sell. The jobbers are 
still insisting to the hardware manu- 
facturers that they should not make 
any more advances in prices. One 
large Western hardware jobber has 
sent out a letter to its traveling men 
not to try to load up their retail trade 
with more goods than will meet their 
actual needs; in other words, to use 
their influence to have their trade 
avoid speculative buying, and further 
stating that if this is not carried out, 
cancellations that may come later will 
be charged up to the salesmen. 


Automobile Accessories.— With the 
continuance of ideal weather for mo- 
toring, local dealers in accessories 
report an increase in the volume of 
business. Prices are firm. 


We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 

Millers Falls, No. 145 jacks, $4.75; 
Reliable jacks, No. 1, $2.33; No. 2, 
$3.33, in lots of 12; Derf spark plugs, 
%6c. each for all sizes in lots less 
than 50; Champion X spark plugs, 
45c. each for less than 100 and 43c. 
each for over 100; Champion regular, 
53e. each for less than 100, all sizes; 
50e. each for over 100; Reliable jacks, 
sree” $1; No. 1, $1.25; Nos. 2 and 3, 


stocks, 


Axes.—The new demand is holding up 
very well. Prices are firm and un- 
changed. 


We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 
second grade axes, single bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 ner doz.: double bitted, han- 
Fr $21 per doz.; unhandled, $18 per 
oz. 


stocks, 


Bolts and Nuts.—Makers report they 
are receiving quite free specifications 
against contracts placed some time ago 
when prices were lower than they are 
now, but so far new orders at the ad- 
vanced prices of about a month ago 
have been rather light. The Ford 
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Motor Co. at Detroit, it is understood, 
has suspended shipments on all orders 
for nuts and bolts, due this concern 
in May. Most of the trade here is 
with the railroads for the heavier nuts 
and bolts, so that local makers will not 
be affected very much by this order. 
Prices are ruling firm. 


Discounts in lots to the large trade 
are as follows: 

Machine bolts, small, rolled threads, 
50 per cent off list. Machine bolts, 
small, cut threads, 40 and 10 per cent 
off list. Machine bolts, larger and 
longer, 40 and 10 per cent off list. 
Carriage bolts, % x 6 in.: Smaller and 
shorter, rolled threads, 45 per cent off 
list; cut threads, 40 per cent off list; 
longer and larger sizes, 40 per cent 
off list. Lag bolts, 50 per cent off 
list. Plow bolts, Nos. 1, 2 and 3 
heads, 40 and 10 per cent off list; 
other style heads, 20 per cent extra. 
Machine bolts, c.p.c. and t. nuts, % 
x 4 in.: Smaller and shorter, 35 and 
5 per cent off list; larger and longer 
sizes, 35 and 5 per cent off list. Hot 
pressed square or hex. nuts, blank, 
$3 off list. Hot pressed nuts, tapped, 
$2.75 off list. C.p.c. and t. square or 
hex. nuts, blank, $3 off list. C.p.c. 
and t. square or hex. nuts, tapped, 
$2.75 off list. Semi-finished hex. nuts: 
vs in. and smaller, U. S. S., 75 and 5 
per cent off list; % in. and larger, 

S. S., 75 and 51% per cent oft, list; 
small sizes, S. A. yt 75, 10 and 5 per 
cent off list; Ss. E., in. and 
larger, 75, 10 and ony per cent off list. 
Stove bolts in packages, 75, 10 and 5 
per cent off list. Stove bolts in bulk, 
75,, 10, 5 and 2% per cent off list. 
Tire bolts, 50, 10 and 10 per cent off 
is 

It should be noted that the above 
prices and discounts apply only in 
earload and larger lots, jobbers charg- 
ing the usual advances for small lots 
delivered out of stock. 


Boring Machines.—The Ajax Mfg. Co., 
Pittsburgh, has announced an advance 
in prices on boring machines and on 
several other makes of wood working 
tools. 


Chain.—The new prices, effective from 
May 3, on pound chain in large lots are 
as follows: 


Base size 1 in. Base price $6.50 per 


100 Ib. 
fr-in. WY-in. fein. %-in. 
Proof $10.75 $9.75 $8.50 7.25 
ae 6. iis 11.75 10.75 9.50 8.25 
BBB 12,25 11.25 10.00 8.75 
}}-in. 
fa-in. %-in. 4-&. 56 -in. 
Proof.. $7.00 $6.75 $7.5 $7.25 
¥tTre 8.00 7.75 $50 8.25 
BEB... 8.50 8.25 9.00 8.75 
jj-in. }R-in. lyy-in. 1%-in. 
4-in. %%-in. 1-in. 14-in. 
Proof.... $7.00 $6.75 $6.50 $6.50 
1 ey 8.00 7.75 7.50 7.50 
BBB..... 8.50 8.25 8.00 8.00 


Extras: To be added to the price 
for size and quality desired: 

Exact sizes: Per 100 lb.—¥,,-in., 
$2.25; Y-in., $1.25; fy-in., $1; %-in., 
75¢c.; Ye-in., 75e. 

The new prices on steel loading 
— per 100 lb. net, are as follows: 

-in. (f5), $26.50: fy-in. (10/32), 
$03" 50; fe-in. (4), $20.50; %-in. (49), 
$16; Ya-in. (AR), $15: Wein. (44), 
$14.25: %-in. (ah), $13; %-in. (48), 
$13; %- in. (4%). $12.50; 1-in. (33/32), 
$12.50. F.o.b. Pittsburgh, Pa., basis. 

It should be noted that the above 
prices are named only on large lots, 
the small trade paying the usual ad- 
vance. 


Cotton Goods.—The market is firm 
with new demands active. 


Clipping Machines.—This is the off 
season for these goods, and demand 
has fallen off. 
We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 
Stewart No. 1 ball bearing clipping 
machines, $10.75; No. 360 top plate, $1; 
No. 361 bottom plate, $1.50; dealer’s 
discount 25 per cent. 


stocks, 
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Stewart electric clipping machine, 
all standard voltages; hanging type, 
$80, f.0.b. Chicago; pedestal type, $85, 
f.o.b. Chicago; dealer’s discount 25 
per cent. 

Ice Cream Freezers.—The demand so 
far this season has been good. Prices 
are firm, local jobbers quoting as fol- 
lows: 


“Shephard’s Lighting,” 1-qt., $2.09; 
2-qt., $2.48: 3-qt., $3.39; 4-qt., $3.60; 


6-qt., $4.50; S8-qt., $5.85 Blizzard 
freezers are quoted as follows: 1-qt., 
$1.94; 2-qt., $2.80; 3-qt., $2.93; 4-qt., 


$3.60; 6-qt., $4.16; 8-qt., $5.42 each. 

These prices are guaranteed against 

decline up to July 1 next. 
Iron and Steel Bars.—The new demand 
has quieted down. Warehouse prices 
in steel bars in small lots are now 3.15 
cents; for structural steel shapes, 
3.25 cents; steel bands, 4.15 cents, and 
for steel hoops, 3.95 cents. These 
prices are also being charge by job- 
bers out of stock. The demand is ex- 
ceptionally heavy for all of these 
products. 


Lawn Mowers.—Prices are ruling firm; 
demands better. 

Local jobbers are quoting ball bear- 
ing mowers: 14-in. at $7.50 to $11 
each; 16-in., $8 to $14; and 18-in. 
$8.50 to $15, prices depending entirely 
on the quality. 

Lawn Rakes.—The demand is expected 
to show a material increase. Local 
jobbers continue to quote 20-tooth wire 
lawn rakes from stock at about $5 


per doz. 


Paints and Supplies—The demand is 
very heavy, more painting being done 
in this district this year than has ever 
been known. Two large local paint 
houses report their sales of paints and 
supplies in April to have been about 
double than in the same month last 
year. 

Prices are firm. 

Jobbers quote from stocks about as 


follows: 
Linseed Oil.—Raw, bbl. lots, $1.15 
per gal.; 5-bbl. lots, $1.10 per gal. 
Linseed Oil.—Boiled, bbl. lots, $1.12 
per gal.; 5-bbl. lots, $1.10 per gal. 


Turpentine.—In bbl., $1.64 per gal. 

Denatured Alcohol.—-In bbl., 46c. 
per gal. 

White Lead.—100-Ib. kegs, 14%c 
per lb.; 50-lb. kegs, 14%c. per Ib.; 25- 
lb. kegs, 14%c. per Ib.; 12%4-Ib. Kegs . 
15ec. per Ib. 

Dry Paste.—In bbl., 6%4c. per Ib. 

Shellac (4-lb. goods).—W hite, $4.25 
per gal.; orange, $4 per gal. 

English Venetian Red.—In bbl., 
$3.50 to $6.75 per 100 Ib. 

Mixed Paints.—In colors, $2.85 per 
gal.; white, $3.15 per gal. 

Putty is 6c. per lb. in 100-lb. lots, 
6c. in 25-Ib. lots and 6%c. in 12%-lb. 
lots. 

Sheets.—We noted last week that the 
American Sheet & Tin Plate Co. had 
advanced prices on blue annealed, 
black and galvanized sheets from $7 to 
$8 per ton, over former prices which 
were adopted on Feb. 26, last. We 
also note that new extras for certain 
sizes and quantity have been adopted, 
which further increases prices on these 
sheets. Local jobbers have advanced 
their prices on sheets to correspond 
with the above, and are doing active 
business on small lots from stock for 


prompt shipment. 


Steel Pipe.—Conditions remain as they 
have been for three or four months 
past. The pipe mills are filled up for 


fo ems 


2 
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two or three months on the larger 
sizes, and for four months or more on 
the smaller sizes used in building con- 
struction and conduits, The recent ad- 
vance in prices on steel pipe is being 
firmly held. 


Tin Plate—As noted in our report 
in HARDWARE AGE of last week, the 
American Sheet & Tin Plate Co. and 
the leading independent makers have 
advanced prices on tin plate $11 per 
ton, or from $4.95 to $5.50 per base 
box, the new price being for third 
quarter delivery only. For many 
years it has been the practice of the 
tin plate makers to name prices on 
tin plate for six months’ periods, but 
this time the price was named only 
for third quarter delivery, as there is 
much uncertainty as to what manufac- 
turing costs will be in the last quarter 
of this year. In spite of the heavy 
advance of $11 per ton for third 
quarter delivery, makers are reported 
as about sold up. 
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Poultry Netting.—The demand con- 
tinues heavy. 


Local jobbers are quoting galvan- 
ized, after weaving, 50 per cent off 
list; galvanized, before weaving, 50 
and 10 per cent off list. List per bale 
of 150 ft. is as follows: 


Two-inch, 20 galvanized — 12-in., 
$2.14: 18-in., $3.08; 24-in., .92; 30- 
in., $4.68; 36-in., $5.35; 48-in., $7.13; 
60-in., $8.91; 72-in., $10.69. One-inch 
20 galvanized —12-in., $4.95; 18-in., 
$7.1 24-in., $9.08; 30-in., $10.83; 
36-in., $12.38; 48-in., $16.50; 60-in., 
$20.63; 72-in., $24.75. All the above 


prices are strictly f.o.b. Pittsburgh. 
Stove Pipe Dampers.—The Wrights- 
ville Hardware Co. has announced an 
advance in prices of about 5 per cent. 


Wire Cloth.—Stocks are badly broken 
and jobbers are rationing orders to the 
retail trade. Prices remain firm. 


Local jobbers are quoting galvan- 
ized, after weaving, 50 per cent off 
list; galvanized, before weaving, 50 
and 10 per cent off list. List per 
bale of 150 ft. is as follows: 

h, 20 galvanized —12-in., 

, $3.08; 24-in., $3.92; 30- 
in., $4.68; 36-in., $5.35; 48-in., $7.13; 
60-in., $8.91; 72-in., $10.69. One-inch, 
20 galvanized —12-in., $4.95; 18-in., 
$7.12; 24-in., $9.08; 30-in., $10.83; 
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$6-in., $12.38; 48-in., $16.50; 60-in., 

$20.63; 72-in., $24.75. All the above 

prices are strictly f.o.b. Pittsburgh. 
Wire Products.—Prices are firm but 
unchanged, wire nails being $3 base 
per keg, and plain annealed wire $2.75 
base, per 100-lb. to the large trade. 

Local jobbers are quoting for small 
lots from store and warehouse about 
as follows: 

Wire nails, $3.20 to $3.25 base per 
keg; galvanized, 1 in. and longer, 
including large head barbed roofing 
nails, taking an advance over the 
price of $1.50, and shorter than 1 in., 
$2; bright Bessemer and basic wire, 
$3.10 per 100 lb.; annealed fence wire, 
Nos. 6 to 9, $3.10; galvanized wire, 
$3.75; galvanized barbed wire, $3.80; 
polished fence staples, $3.75; painted 
barbed wire, $3.60; polished fence 
staples, $3.45; cement coated nails. 
per count keg, to $3.10, these 
prices being subject to the usual ad- 
vance for the smaller trade, all f.o.b. 
Pittsburgh, freight added to point of 
delivery, terms 60 days net less 2 per 
cent off for cash in 10 days. Dis- 
counts to jobbers on woven wire 
fencing are 65 per cent off list. 


Step Ladders. — Local jobbers now 
quote first quality step ladders at 54¢c. 
per ft. for first quality and 47c. per ft. 
for second quality. 


Building Booms Cincinnati Business, 


but Jobbers Watch Stocks and Prices 


EALERS are buying cautiously, 
D and are not by any means specu- 
lating. They feel that prices 
have about reached the peak. Never- 
theless, the policy of buying from hand 
to mouth has been so thoroughly im- 
planted into their minds during the 
past two or three years, that it is 
going to take some time for them to 
get away from it. This, however, is 
not to be taken as an indication that 
they are not placing orders for future 
delivery of the more staple lines, for 
which demand is constant. Jobbers 
are watching their purchases closely, 
and are keeping their stocks in good 
shape, but they are not showing a dis- 
position to stock up while the price 
situation remains as it is at present. 
Building operations are running 50 
per cent ahead of last year, with little 
indication of slowing up. Paint manu- 
facturers are reporting the largest 
sales in history, and the demand for 


household furnishings was never better. - 


The only fly in the ointment is the in- 
ability to secure sufficient merchandise 
to properly take care of the demand 
when it is hot, and jobbers are report- 
ing great inconvenience being experi- 
enced through transportation delays, 
and also delay in shipments by fac- 
tories owing to their sold-up condition. 


Axes.—Recent price advances by manu- 
facturers will not be put into effect for 
the present, as jobbers are well stocked. 
Demands for fall delivery are showing 
improvement. 


Automobile Accessories.—The demand 
continues heavy, and touring acces- 
sories are now moving in better volume. 


The month of April was a record one, 
according to jobbers. 


Builders’ Hardware.—Heavy demand 


continues. Prices are strong. 


Bicycles and Tires.—There is a good 
demand, with jobbers reporting some 
difficulty in securing shipments. 

Bolts and Nuts.—Demands are stronger, 
particularly from the machine shops. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small sizes, 
45, 10 and 5 off; large sizes, 40, 10 
and 5 off; carriage bolts, small, 45 off; 
large, 40 off; stove bolts, 70 and 10 
off; semi-finished nuts, 9/16 and 
smaller, 70 and 5 off; larger sizes, 75 
off; machine screw nuts, iron, 35 off; 
brass, 50 off. , 


Clipping and Shearing Machines.—The 
demand is improving steadily, and sales 
are now classed as satisfactory. Prices 
are unchanged. 


We quote from Cincinnati jobbers’ 
f.o.b. Cincinnati: Stewart No. 1 ball 
bearing clipping machine, $10.75; No. 


360 a plate, $1; No. 361 bottom 
plate, $1.50; dealers’ discount, 25 per 
cent. Stewart electric clipping ma- 


chine, all standard voltages, hanging 
type, $80, f.o.b. Cincinnati; pedestal 
type, $85, f.o.b. Cincinnati; dealers’ 
discount, 25 per cent. 


Cutlery.—Some manufacturers have ad- 
vanced prices on table and pocket cut- 
lery, but local jobbers have not yet put 


changes into effect. The demand is 
good. 
Freezers.—The demand is_ reaching 


heavy proportions. Prices are strong. 


We quote from Cincinnati jobbers’ 
stocks: New Standards, 2-qt., $12.50 
doz.; Arctic, 1-qt., $1.95 each; 2-qt., 
$2.20; 3-qt., $2.65; 4-qt., $3.20; Peer- 

1-qt., $2 ; 2-qt., $2.35; 3-qt., 
; 4-qt., 93.40; White Mountain, 
1-qt., $2.30 each; 2-qt., $2.70; 3-qt., 
$3.15; 4-qt., $3.90. 


Galvanized Ware.—Better demands re- 


ported. Prices show evidence of ad- 
vance. 


We quote from Cincinnati jobbers’ 
stocks: Witt garbage cans with lids, 
No. 1, $3.75 each; No. 2, $4.85 each; 
No. 3, $5 each; Witt pails with lids, 
No. 7, $1.60 each; No. 8, $1.80 each; 
No. 9, $1.95 each. 

Garden Tools.—Dealers report a good 


demand. Prices are unchanged. 


Glass.—Building activity continues the 
heavy demand. Stocks are in good 
shape; prices firm. 


We quote from Cincinnati jobbers’ 
stocks: Single strength, first three 
brackets, 85 per cent discount; over 
first three brackets, 83 per cent dis- 
count; double strength A, 84 per cent 
discount; double strength B, 86 per 
cent discount. 

Hose.—Indications are said to point to 
an advance in prices. Jobbers’ stocks 


are in air shape. 

Hickory Handles.—The demand is ex- 
ceptionally good. Prices expected to 
advance. 

Lawn Mowers.—The retail demand for 
lawn mowers has opened up. Some 
dealers are reported to be apprehensive 
about a future supply, as jobbers’ 
stocks are badly broken. 


We quote from Cincinnati jobbers’ 
stocks: Cheap lawn mowers, 12-in., 
$4.70 each; 14-in., $4.95 each; 16-in., 
$5.20 each; medium bearing, 14-in., 
$7.50 each; 16-in., $7.75 each; better 
grade ball bearings, 14-in., $8 each; 
16-in., $8.35 each; 18-in., $8.75 each; 


five-knife high wheel ball bearing: 
16-in., $11.25 each; 18-in., $11.75 each; 
20-in., $12.25 each. 


Lanterns.—Sales are satisfactory. 
Prices of tin lanterns may take an 


advance. 

We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 210, $7.75 per 
doz.; Supreme, No. 240, $12.75 per 
doz.; 130 Midget Vehicle lanterns, red 
lens, iron clamp, enameled, B. E 


Reading matter continued on page 116 











May 10, 1923 HARDWARE AGE 115 

















HOW any man the 
McKinney 
Garage Set Book 
you ought 
to chain one 
to your counter! .. 
and settle 
any garage-door 
problem offhand! 
Sell any man 
a McKinney 
Complete Garage Set 
d everything 
needed to hang 
garage-doors right 
all in one 


eK and 


a 


Jill went upstairs tell- 
ing Jack about his goofiness. 
He bought the hardware— 
that mis-hung the door—that 
jammed, 





And at breakfast Jill 
t-OL-d Jack of that stuck 
door. Also, Jill mentioned 
the stuck door. Frequently. 
Indeed, extensively. 


But Jill missed her train 
—to town. Missed a party. 
Missed a show. ’Cause the 
garage-door stuck. And 
jammed, And balked. 








Jill t-o-l-d Jack about that 
da—(beg pardon!)—jammed 
door. Also she T-o-l-D him 
about it. Sometimes they do! 





As Jack sauntered forth 
into the balmy morning, he 
heard Jill refer to the ga- 
rage-door. You almost hear 
him hearing her. 









{Ly 









handy box ready 
for easy use... 
and you’ve done 
more than earn 
a pleasing profit. 


But Jack had an idea! 
’Ray for: Jack!! And the 
Hardware Man, used to 
sufferers from Jilltellitis, 
knows what to prescribe. 








You’ve made a 

friend! ! ! a a P 

Want the book? .& i 

Yours in a minute! ~ A 

Drop a line to % LA Just a box and a book. 
~~ ast But it is A book and A 

McKINNEY a BOX! Doors never stick 

MANUFACTURING where that box goes to work. 

COMPANY, 


Pittsburgh, Pa. 


asses e* od 

The Hardware Man has 
merely added Another 
McKinney Set sale to his 
long list. But all Jilldom : , 
and Jackdom now knows Saas £13 re’ 
S-A-T-I-S-F-A-C-T-I-O-N. Bk 


MCKINNEY 


Complete Garage Door Sets 














SSE isk ida 


© ou 
Sete 
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lens, $17 per doz.; 160 Supreme, $12.75 
doz.; 100 Supreme Electric, $15 doz.; 
Monarch, $8 doz.; Monarch, ruby 
globe, $10 doz.; D-Lite, $13 doz.; 
Little Wizard, $8.50 doz.; Blizzard, 
No. 2, $13 doz.; Blizzard, brass fount 
and top, 918 doz.; Buckeye Dash, $14 
doz.; Railroad, No. 39, $15 doz. 


Oil Stoves.—Good demand for camping 
purposes, and for fall shipment. Prices 
steady. 

Nails.—Local jobbers have advanced 
prices of nails 20c. per keg. The de- 
mand is fairly heavy. Stocks are fair. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.60 per 
keg, base. 


Paints and Oils.—Jobbers and dealers 
report sales exceptionally heavy, with 
advancing prices having little effect on 
general buying. Mixed paints are 
showing an advancing tendency. Tur- 
pentine is 10c. per gallon higher, and 
linseed oil one cent per gallon higher 
than last week, and further advances 
are anticipated. 

We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, in single 
barrels, $1.27 per gal.; turpentine, in 
single barrels, $1.72 per gal.; white 
and red lead, in 12%4-lb. kegs, 15c. 
per Ib. 

Roller Skates.—Sales have been very 
heavy. Stocks are badly broken. Prices 
are steady. 

Roofing Paper.—Local jobbers recently 
announced a 5 per cent advance in 
roofing paper. The demand is heavy, 
with stocks in good shape. 
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We quote from Cincinnati jobbers’ 
stocks: Standard, light, $1 per sq.; 
medium, $1.30 per sq.; heavy, $1.60 
per sq.; Holdfast, light, $1.40 per sq.; 
medium, $1.65 per sq.; heavy, $1.95 
per sq.; slate surface roofing, 85-Ib. 
quality, 92 per sq., both red and 
green. 

Rope.—A better demand is in evidence, 
with prices showing strength. 


We quote from Cincinnati jobbers’ 
stocks: Best grades, manila, 18%c. 
lb.; sisal, 12c. Ib. 

Sash Cord.—There is a steady demand, 
with prices showing a tendency to 
reach higher levels. 


We quote from Cincinnati jobbers’ 
stocks: Better grades, 75c. per Ilb.; 
cheaper grades, 45c. per Ib. 

Sash Weights.—The demand is still 
heavy. 

We quote from Cincinnati jobbers’ ~ 
stock: Cast iron sash weights, $2.75 
per 100 Ib. 

Rivets.—There is a constantly increas- 
ing demand. Cincinnati jobbers quote 
rivets, all sizes, at 50 and 10 off. 


Sporting Goods.—There is a heavy de- 
mand for baseball goods, golf balls and 
clubs. 


Screws.—Some jobbers have made 
slight advances in prices; but as a 
whole quotations remain as last re- 
ported. The demand is satisfactory. 


We quote from Cincinnati jobbers’ 
stocks: Machine screws, 60 ofi; coach 
screws, 55 and 6 off; cap screws, 70 
off; set screws, 75 off; wood screws, 
80 and 10 off. 
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Sheets.—With the naming of third 
quarter prices by the American Sheet 
& Tin Plate Co., and the probability 
that these prices will also be put into 
effect by independent mills, local job- 
bers foresee higher prices to the trade 
from stock. The demand for sheets is 
good. 
We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed, 4.25c. 
per lb.; No. 28 black, 5c. per lb.; No. 
28 galvanized, 6c. per lb. 
Tools.—Carpenters’ tools are very 
scarce owing to sold-up condition of 
manufacturers and consequent inability 
to ship. Machinists’ tools are in fair 
demand, with stocks in good shape. 
Wire Cloth and Poultry Netting. — 
Heavy demands continue, with prices 
stiffening. 

We quote from Cincinnati jobbers’ 
stocks: Black painted wire cloth, 
12-mesh, $1.95 per 100 sq. ft.; opal, 
$2.50 per 100 sq. ft.; bronze, $7.25 per 
100 sq. ft. Poultry netting, galvan- 


ized before weaving, 50 and 10 off; 
galvanized after weaving, 50 off. 


Wire (Plain).—Local jobbers have ad- 
vanced prices of plain wire $6 per ton 
to $3.60 per 100 Ibs. The demand is 
heavy. 

Wheelbarrows.—There is a steady de- 
mand, with jobbers having difficulty in 
keeping it supplied. Prices are steady. 


We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractors’ barrows, $5.40 
each; concrete barrows, $5.90 each. 


Unemployment Reported in Twin Cities 
—Watchful Waiting Policy Spreading 


\ 7 EATHER conditons are now 

more seasonable and there is 

a noticeable improvement in 

the volume of retail business. Job- 

bers report a good volume of business. 

Automobile accessories and garden 
tools are moving rapidly. 

As had been expected, with the ap- 
proach of the summer season there 
has been a let up in the demand for 
radio equipment, although there is still 
a very substantial volume of business 
being transacted. 

The rapidly advancing prices of 
hardware, plumbing and heating, has 
put some check on buying. While 
there is a good volume of business a 
tendency to wait is being noticed as 
many feel that prices are too high. 

Manufacturing conditions continue 
to improve as the weather becomes 
more seasonable, 

Labor conditions are a good deal 
better, but there still remains quite a 
little unemployment in many lines. 

The establishment in the Twin Cities 
of a large plant by the Ford Motor 
Co. of Detroit is expected to be a 
source of increased business through- 
out this and neighboring states. 
Builders’ Hardware.—While there is an 
increasing number of permits being 


taken out there have been many can- 
cellations because of high building 
costs. Increasing costs are curtailing 
activities. 

Axes.—No particular demands; prices 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Medium grade, 
single bit, base weights, $13.80 per 
doz.; double bit, $18.30 per doz. 

Brads.—Good demands, especially from 
the sash and door trade. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 
— boxes, 70-10-5 per cent from 
ist. 

Bolts.—Demands heavy from manufac- 
turing trades and railroads. Prices 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Both small and 
large carriage bolts, 40-5 per cent; 
small and large machine bolts, 40-10 
per cent; stove bolts, 70 per cent; lag 
screws, 59 per cent, 

Churns. — Better demands; _ stocks 
ample; prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns, 
40-5 per cent from lists. 

Eaves Trough, Conductor Pipe and 
Elbows.—Excellent demands for both 
repair and contract work. Stocks 
good; prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28 


gage, lap joint, S. B. 5 in., $5 per 100 

ft.; 28 gage, 2 in., conductor pipe, 

$4.75 per 100 ft.; 3 in. conductor 

elbows, $1.55 per doz, 
Files—Demands improve with manu- 
facturing conditions and construction 
work. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade files, 
50-10 per cent; second grade files, 60-5 
per cent, 

Galvanized Ware.—Sales more active; 


jobbers’ stocks good; prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized tubs, 
Standard No. 1, $6.85 per doz.; No. 2, 
$7.75; No. 3, $8. 95. Heavy galvanized 
tubs, No. 1, $12; No. 2, $13.25; No. 
$14.50. Galvanized paiis, Standard 10 
qt., $2.55 per doz.; 12 qt., $2.90; 14 qt., 
$3.20; 16 qt., stock pails, $4.50; 18 qt., 
stock pails, $5.20. 
Hose.—Retail demands beginning. 
We quote from jcbbers’ stocks, 
f.o.b. Twin Cities: Moulded hose 
(non- kinkenle). %-in., 15c. per ft.; 
%-in., 144%c. per ft.; %-in. five ply 
wrapped hose, The. per ft.; %-in. com- 
petition hose, 9%c. per ft. The above 
prices in full lengths. Cut lengths 
le. higher, 


Lawn Mowers.—Interest mild; prices 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b, Twin Citiles: Best grade lawn 
mowers, 30 to 35 per cent from stand- 
ard lists; medium grade ball bearing 
mower, $8.35 to $9.50 each. 


Lanterns. — Demands fair; prices 
steady. 


Reading matter continued on page 118 
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CONGOLEUM COMPANY 


INCORPORATED 






Eastern Jobbers 


Philadelphia New York W. Bingham Co., Cleveland, O. 
ittsburgh Buhl Sons Co., Detroit, Mich. 
Boston Pia * s li Beckley Hardware Co., Beckley, W. Va. 
Chicago Minneapolis F. P. May Hardware Co., Washington, D. C. 
Kansas City Atlanta A. T. McClure Glass Co., Reynoldsville, Pa. 
F P Mont eal Persinger Hardware Co., Williamson, W. Va. 
San Francisco ontr’ Treman King Co., Ithaca, N. Y. 


Standart Bros. Corp., Detroit, Mich. 


Western Jobbers 
Arizona Hardware Supply Co., Phoenix, Ariz. 
Belknap Hardware & Mfg. Co., Louisville, Ky. 
Blish, Mize & Silliman, Atchison, Kan. 
Boetticher & Kellogg Co., Evansville, Ind. 
Excelsior Stove Co., Quincy, Ill. 
Farwell, Ozmun, Kirk & Co., St. Paul, Minn. 
Fones Bros. Hardware Co., Little Rock, Ark. 
Frankfurth Hardware Co., Milwaukee, Wis. 
Harper & Mcintire Co., Ottumwa, Ia. 
Hibbard, Spencer, Bartlett & Co., Chicago, Ill. 
Janney, Semple, Hill& Co., Minneapolis, Minn. 
Lambert-Grisham Hdw. Co., Henderson, Ky. 
Marshall Wells Co., Duluth, Minn. 
Miller- Jackson Co., Oklahoma City, Okla. 
M D Ryan Co., El Paso, Texas 
Morley-Murphy HardwareCo., Green Bay, Wis. 
Nash Hardware Co., Fort Worth, Texas 
J. Pritzlaff Hardware Co., Milwaukee, Wis. 
Saginaw Hardware Co., Saginaw, Mich. 
Stauffer-Eshleman & Co., Ltd., New Orleans, La. 
Schram & Ware, Inc., Seattle, Wash. 
Strevell-Patterson Hdw.Co.,SaltLake City, Utah 
Weiss-Muessel Co., South Bend, Ind. 
Woodward Hardware Co., Cairo, Ill. 


London Paris 
Rio de Janeiro 




















year have surpassed all expectations.” 

Out in the “Golden State” all the trade knows Hurum E. Reeve, 
President of the Southern Division of California Retail Hardware and 
Implement Association and President of the Torrance Hardware Co. 








Here's what he says about Gold-Seal Congoleum: 


“Torrance Hardware Co. sales on the Gold-Seal Congoleum line for 






the past year have surpassed all expectations and as a result of this, we 






thought perhaps that you might be interested in giving our experience to 






other dealers who are not at present handling the line. 





“The hardware man furnishes the stove, the pots, the pans and the kettles, 
why not the Congoleum for the kitchen floor? | would ask our dealers: 






Are you getting the business from the new homes in your community? 









Has it occurred to you that the best chance to discuss with the housewife 






her stove and other kitchen needs is at the very time you are measuring 








for floor covering for the kitchen and bathroom, and for that matter, why 













; . 4 : ; > 
“The best chance to not talk with her about using floor-covering in her bedrooms 


discuss kitchen needs...” 


“Hardware dealers should not let this opportunity for a good clean profit 





drift into other lines.” 








Only a small investment of capital is required to lay in a stock of 
Gold-Seal Congoleum. Write our Trade Development Department or 
any of the jobbers listed above for complete 
information about Congoleum profits. 


Gold Seal 


OQLEUM 
(GNco RT-RUGS 























“Don’t let this opportunity for good, 
clean profit drift into other lines.” 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 32%c, per lb. 


f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat head 


japanned, 67% per cent; flat head ‘ 
doz.; No. 240, $12.75 per doz.; No. brass screws, 70 per cent; round head Steel Sheets.—Construction work has 


130 Midget vehicle lanterns, $17 per brass, 67% per cent. increased demands. Prices stiff. 

Z. 

rs ~ We quote from jobbers’ stocks, 
Ice Cream Freezers.—lInterest now be- f.o.b. Twin Cities: 28-gage gaivan- 


ing shown. Prices unchanged. ized steel sheets, $6.45 per cwt ; 28- 
. 3 gage black sheets, $5.45 per cwt. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade wooden Tin Plate—Manufacturing and build- 
oe $4.13 each; 8 qt., ing activities have caused better de- 
Milk Cans.—Noticeable improvement a9 — — ‘lids i 
* e quote from jobbers’ stocks, 
in the demands, f.o.b. Twin Cities: Tin plate, furnace 
We «uote from jobbers’ stocks, coke, ICL 20 x 28, $13.75 per box; 
f.o.b. Twin Cities: Five-gallon rail- roofing tin, IC 20 x 28, 8-lb. coating, 
road milk cans, $2.70 vee: yo $14 per box. 
cans, 3.28 on; -gal, ° AC . 
a Tae ey ee Se ee Transparent Ware.—Retail sales good; 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz lanterns, 
iong or short globe, $13.50 per doz.; 
Embury lanterns, No. 210, $7.75 per 





each. 
Nails—Demands increase as_ prices prices unchanged. 
rise. We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Transparent bak- 
ing ware, Casseroles No. 101, $15.96 
per doz.; No. 197, $14.04 per doz. Pie 
plates, No. 202, $6 per doz.; No. 210, 
$8 per doz. Bread pans, No. 212, 
$7.20 per doz. Utility pans, No. 231, 
$8 per doz. Tea pots, 2-cup, No. 12, 
$20 per doz.; 4-cup, No. 24, $24 per 
doz.; 6-cup, No. 36, $28 per doz. 


Washers. — Demands _ active  ffor 


We quote from jobbers’ stocks, 
f.o.b. ‘Twin Cities: Standard wire 
nails, $4.10 per keg, base; cement 
coated nails, $3.60 per keg, base. 

Paper.—Sales continue active, espe- 
cially composition roofing and shingles. 


We quote from jobbers’ stocks, 
f.o.b. ‘Twin Cities: No. 2 tarred felt, 





Did You Ever Stop to Think? 


$2.25 per cwt.; red rosin sheathing 
paper, $3.50 per ewt. That aee b Me wrought steel washers. Stocks good; 
Poultry Netting.—Active retail inter- os ee”  6=6—hicon fem. 
’ a : the business train. : ; 
est expected to increase during next We quote from jobbers’ stocks, 
That worry reduces and work pro- f.o.b. Twin Cities: Wrought steel 


few weeks. Prices firm. 
We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Standard hexagon 
poultry netting, 50 per cent from lists. 


Sash Cord.—Increasing building activi- 
ties stir demands. Shortages reported. 
Prices firm. 


washers, %-in., $6.90 per cwt.; l-in. 

washers, $6.50 per cwt. 
Wheelbarrows.—Demands better than 
for some time past, both from the 
retailers and contractors. Prices firm; 
stocks fair. 


We quote from jobbers’ stocxs, 


duces. 

That the time spent in worrying, 
if applied to thinking, planning and 
selling, would increase your business. 

That worry converts a man into a 
grouch and breeds more worry. 


We quote from _ jobbers’ stoc%s, That after all worry is usually onl: : 
f.o.b. Twin Cities: Best grade No. 8 d f Y - ual y my f.o.b. Twin Cities: Wheelbarrows, 
sash cord, 77c. per Ib.; ordinary an advance payment on imaginary wood stave, fully bolted, $36 per doz.; 


trouble that never happens. No. tubular steel wheelbarrows, 


4 That the mere fact that you do $6.35 each; No. 1 garden, $5.60 each. 
Sash Weights.—Advance predicted sev- ff is your greatest reason for Wire Cloth—Active sales beginning; 


eral weeks ago now effective. Demands |) prices firm. 
strong. : ; We quote from jobbers’ stocks, 
We quote from, gear er. f o.b. Twin Cities: Black wire cloth, 
f.o.b. Twin Cities: Sash weights, $2.5 S : — : _— 12 x 12 mesh, $2.10 per 100 sq. ft.; 
per ewt. oe a Sa galvanized, $2.55 per 100 sq. ft. 
Screen Doors and Window Screens.— * 2 y P ‘ Wire —Strong demands for wire con- 
Retail i t d les developing We quote from jobbers’ stocks, A - a a 
etail interest and sale: ping. f.o.b. Twin Cities: ‘Stewart No. 1 tinue, especially for fencing and con- 
Prices firm. ball-bearing clipping machine, $10.75; struction work Jobbers’ stocks only 


i os: i ; - No. 360 top plate, $1; No. 361 bottom 4 
We quote from_ jobbers’ stocks, plate, $1.50: dealers’ discount, 25 per fair. There has been a general ad- 


grades solid cotton sash cord, 5lc. 





cain 2-8 x pg) gy ty cent. Stewart electric clipping ma- vance in prices. 
ear Oe nor hee > harwond adjustable ? chine, all standard voltages, hanging i 
$35.05 Sr B.; ne $7 oe teas poe type, $80, f.o.b. Chicago; pedestal We quote from jobbers’ stocks, 
24-in dear yley gee ‘ a sp type, $85, f.o.b. Chicago; dealers’ dis- f.o.b. Twin Cities: Barbed wire, 
— 24-in. extension, 96.00 | count, 25 per cent. painted gr ae spools, $3.70; 
doz. - id "eo galvanized cattle, $3.97; painted hoz 
Screws.—Demands heavy from  fac- Solder.—Market is on declining basis; wire, $3.96; galvanized hog wire, 
demands less. Decline of one cent per $4.25; smooth black annealed No. 9, 


$4 per cwt.; smooth galvanized an- 


tory-buyers and electricians. 
nealed, $4.45 per ewt. 


We quote from jobbers’ stocks, lb. effective. 
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What Is Your Opinion? 


HE following interesting com- 

mentary on present day condi- 
tions has been recently received 
from Gordon’s Hardware, jobbers 
of Beloit, Wis. 

April 9, 1923. 

Hardware Age 
239 W. 39th St. 
New York City, N. Y. 
Gentlemen: 

The writer has talked with a good 
many dealers in the last month or six 
weeks relative to the very strong price 
advances which have been made and are 
still being made on practically every- 
thing that enters into the hardware 
business. In some communities, the 
present situation made by these ad- 
vances may not affect them, but taking 


it locally, we believe 50 per cent, if not 
a larger portion, of the building we 
expected for this year has been very 
definitely put off until prices come down. 

We can see a very good reason for a 
very moderate advance in practically all 
of the commodities we handle, but we 
cannot give any answer to our cus- 
tomers who ask “why” such very large 
advances have been made. We have no 
honest answer for them except the worn- 
out phrase, “Because we have to pay 
more for the product.” We are very 
candid in thinking that manufacturers 
have taken advantage of the situation 
and, by keeping the market short, have 
been able to charge whatever they 
choose for their product. Such a course 
brings about good business for a short 
period of time, but there is going to be 
a day of reckoning which we do not 
think is very far off. They will un- 
doubtedly wish they had pursued a 


moderate course and had been satisfied 
with a very moderate profit. 

From the merchant’s standpoint, this 
is much more disastrous than to the 
manufacturer, for owr stocks have got 
to be kept up to a certain point in order 
to take care of the customers’ wants, 
and the old condition of writing off a 
deficit in inventory time will have to be 
dealt with again. 

Would it not be possible for the trade 
publications of the country to start out 
and conduct a very strenuous campaign 
against the inflation which is taking 
place at the present timef It might not 
do any good, but we believe it will have 
a very good effect. We are not pessi- 
mists in the least, but we can only fore- 
see another very bad period of business 
to follow if this inflation of prices is 
allowed to continue very much longer. 

Very truly, 
GorpDon’s HARDWARD. 


Reading matter continued on page 120 
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More Daylight Means More Progress 
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WLATHER-TIGHT POSITIVE 
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DISTINCTIVE FEATURES 


— 


5 em a ee ee A 





VERY Truscon dealer says that the Truscon Steel 

Basement Window (50% to 80% more daylight) 

is the greatest mark of progress in the building field for 
years. 


The fact that a dealer sells Truscon Basement 
Windows marks him as progressive. 


Every Truscon Basement Window dealer has his hat 
in the ring for a big building program this spring. 
Everyone is enthusiastic because they had rapid, profit- 
able turnovers last year. 


If you don’t know about them get our liberal dealer 
plan before you complete your arrangements for Spring 
buying. You are passing up a rapid seller if you don't 
write for information. 


Truscon Steel Company 


YOUNGSTOWN, OHIO 


Sales Offices and warehouses in principal cities to serve dealers 


Ta 


USCON 


COPPER STEEL 
BASEMENT WINDOWS 
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Washington News 


(Continued from page 103) 





has taken exception very sharply to 
the statements made with reference to 
the affair, and in a letter to the editor 
of Sales Management demands a re- 
traction of the unfair reflections. He 
says in part: 

“The banquet pictured as a bibulous 
affair in the opening paragraphs of 
this article was given by the Associa- 
tion of National Advertisers. As 
chairman of the committee in eharge 
of that affair, I have been requested 
by the association to ask you to cor- 
rect the injustice done the cause for 
which the meeting was held and done 
the association and the members and 
guests present on this occasion, by 
the false light in which it is repre- 
sented in your columns. 

“The character of the meeting is re- 
flected by that of the men in attend- 
ance, typical of whom were: Law- 
rence F. Abbott, publisher, The Out- 
look; Prof. C. C. Arbuthnot, Cleve- 
land; Bartlett Arkell, president Beech- 
nut Packing Co. (other names checked 
on list). 


Encouraging Progress Recorded 


“As to the purport of the article 
in its relation to the subject of price 
maintenance, its main points seem to 
be that the effort to get legislative re- 
lief from price cutting on trademarked 
merchandise is a futile one, and that 
this is deservedly true. No one can 
forecast what Congress is going to do, 
but those who have been closest to this 
movement have steadily realized that 
it is in essence an educational one and 
is, therefore, bound to be slow. Years 
of constant endeavor have brought en- 
couraging progress, and it is reason- 
ably certain that the fight would have 
been won ere this had not the war 
years, with their tremendous issues and 
the heritage of great problems which 
they left to engross the attention of 
Congress, intervened to interrupt the 
continuity of the work. 

“As it now stands, the principle of 
price maintenance applied to standard, 
trade-marked products has been recog- 
nized by the Federal Trade Commis- 
sion and the Secretary of Commerce, 
who are prepared to indorse proposed 
bills with appropriate safeguards 
against abuse for passage by Con- 
gress. This is important progress, be- 
cause Congress naturally looks to these 
governmental agencies for advice re- 
garding legislation pertaining to tech- 
nical commercial subjects. 


Overwhelmingly Favored by National 
Chamber 


“The Chamber of Commerce of the 
United States by referendum vote was 
overwhelmingly in favor of price main- 
tenance, and nearly every trade asso- 
ciation and many other bodies are sim- 
ilarly on record. 

“Those who advocate the principle 
of price maintenance are certain 
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enough of its soundness and merit to 
believe that continued educational work 
can have but one result. It is a ques- 
tion that will never be settled until 
it is settled right. 

“There are superficial arguments 
against price maintenance such as those 
in the article you published, but if 
space is made available it will be glad- 
ly used to satisfy your readers where 
the merits of the matter lie.” 

It is undoubtedly true, as Mr. Inger- 
soll points out, that no one can say 
what Congress will do, but there are 
certain facts with regard to the price 
maintenance campaign which can be 
stated without fear of contradiction 
by any one possessing real information 
on the subject. For example, no one, 
unless he were as ill-informed as the 
writer in Sales Management, will deny 
the following propositions: 


Some Undeniable Facts 


1. Never before in the history of 
the price maintenance movement has 
the appeal to Congress from business 
men in all parts of the country as- 
sumed such a volume as during the 
current year. 

2. Never before has the necessity 
for legislation, due to the shortcom- 
ings of the law as pointed out by the 
highest courts, been so urgent as it is 
today. 

3. Never before has this movement 
been championed by an influential mem- 
ber of the President’s cabinet—in this 
instance by Secretary Herbert Hoover, 
the head of the great Department of 
Commerce and himself one of the most 
accomplished economists and profound- 
est thinkers of his time. 

4. Never before has the Federal 
Trade Commission—the agency engaged 
in the prohibition of price maintenance 
—manifested such a spirit of coopera- 
tion in the movement to secure legis- 
lation providing the relief now so sore- 
ly needed by the business community. 

5. Never before in the history of the 
price maintenance movement, has the 
subject attracted the attention of so 
many members of the House and Sen- 
ate. 

6. Never before has the Chairman 
of the House Committee on Interstate 
and Foreign Commerce, which has jur- 
isdiction of this subject, given his 
pledge to take up the pending price 
maintenance measures for early con- 
sideration and action. 

If this is rainbow chasing, Brother 
Johnson, make the most of it! 


Important Parcel Post Innovation 


Postmaster General New has just 
announced a plan that will cause the 
merchants of the country to sit up and 
take notice. It is described as a pro- 
ject “which will revolutionize the pres- 
ent parcel post system of the Nation,” 
and the Postmaster General declares 
that it is being given very serious con- 
sideration by the department. 

This plan, proposed by Second Assis- 
tant Postmaster General Paul Hender- 
son, director of postal transportation, 
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is expected to give to the people of the 
United States speedier and safer trans- 
portation for parcels submitted to the 
mails under 70 lb. at a reduced cost 
to the Government. The importance of 
the proposed readjustment is revealed 
in the estimate that the American 
postal service now transfers annually 
more than 2,500,000,000 packages by 
parcels post. 

The plan involves the separation from 
the regular mails of all parcel post, 
except packages smaller than the size 
approximated by the standard cigar 
box and perishable classifications, such 
as day-old chicks and eggs. Instead 
of distributing parcel post in expen- 
sive post office space now crowded 
beyond the limit in many places, sort- 
ing would take place in warehouses ad- 
jacent to the railroad stations. Such a 
course would economize on motor vehi- 
cle expense by eliminating double hauls 
and will be particularly beneficial in 
large cities where automobile traffic has 
become a serious problem. 


Large Committee Named 


Sidney Farnsworth, engineer at- 
tached to the Post Office Department, 
has been named by Postmaster General 
New chairman of the committee which 
will investigate the practicability of 
the plan and prepare detailed recom- 
mendations for its installation if the 
proposal is finally adopted. The mem- 
bers named on the committee are: W. 
H. Riddell, general superintendent of 
the Railway Mail Service; W. R. Spil- 
man superintendent of the division of 
post office service; R. S. Brauer, first 
assistant superintendent, railway mail 
service, Chicago, Ill.; E. W. Satter- 
white, superintendent, railway mail ser- 
vice, Pittsburgh Pa.; R. J. Harris, su- 
perintendent, railway, mail service, At- 
lanta, Ga., and Frank J. McBride, 
superintendent, railway mail service, 
St. Paul, Minn.; Arthur L. Behymer, 
postmaster, Cincinnati, Ohio, and F. 
L. Barclay, inspector in charge, Wash- 
ington, D. C 

Since a change of policy of such di- 
mensions necessarily involves the rail- 
roads of the country, their willingness 
to cooperate in such a basic change in 
the operation of the parcel post system 
has been solicited. The railroads have 
indicated that they will detail experts 
to act with the committee appointed 
by Postmaster General New. 

From its inception in 1913 the par- 
cel post system has grown steadily 
in magnitude. In the first year the 
packages handled numbered about 1,- 
000,000,000, but the traffic has increased 
until it has reached its present huge 
proportions which are only an indica- 
tion of what the future will bring. 


Will Investigate Shortcomings 


The rapid pace of progress of this 
postal feature has brought in its train 
crowded post office quarters, delayed 
trains, complication in vehicle service 
and numerous other inconveniences and 
expense to the Government and to the 
public. These ills the basic reorganiza- 


Reading matter continued on page 122 
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New GRISWOLD DISPLAY STANDS 
prove to be a striking success! 





Pat. 
applied for 





Pat. 
applied for 


These adjustable stands can 
be used for displaying grid- 
dles as well as skillets. 

















By 
<oh.}, 





KILLET sales for the first three 
months of 1923 have gone ’way 
ahead of all our predictions! And 
reports and re-orders coming in every 
day in gratifying numbers prove that 
the new display stand has sold 
skillets! 


Have you made use of this spe- 
cially designed stand to increase your 
turnover ? 


Some dealers have sold more 
skillets in the first three months of 
1923 than they sold in the whole of 
1922! Wonderful results are felt 
wherever dealers have used this new 
and striking way of showing people 


Trade Mar! 
Reg. U. S. Pat. Off. 


that they carry the real, old-fash- 
ioned cast iron skillet. 


The Griswold skillet display stand 
holds all sizes of skillets or griddles. 
You can adjust it to various angles, 
according to the depth of the space 
available. Counter displays, using 
this stand, are also valuable in sell- 
ing skillets more readily. 


These display stands are being 
furnished with all orders for Gris- 
wold ware. If you haven't received 
these stands, make up your order 
and write at once, direct or through 
your jobber. Attractive cards in 
colors are also furnished on request. 


Makers of Cast Iron and Cast Aluminum Extra Finished Cooking Utensils, Waffle 
Irons, Food Choppers, Safety Fill Tea Kettles, Bolo Ovens and Gas Hot Plates. 
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THE GRISWOLD MBG. CO., Erie, Penna., U.S. A. 
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tion plan, which will be closely inves- 
tigated by the Department, aims to 
cure. 

In addition to distribution at rail- 
road warehouses it is also proposed 
that parcels post be pooled for ship- 
ment. This will prevent the delaying 
of trains and will speed transporta- 
tion by cutting down the number of 
times parcels are handled. 

Instead of sending parcel post in bags 
like other mail, hampers which will- 
prevent damage are suggested. Even 
special types of railway cars may be 
devised for the special requirements 
of parcel post in the general program 
of reorganization. 


Remember the Little Fellow 


As one who has spent many years 
laboring in the interests of the retail 
merchants of the country, I sincerely 
hope that in the development of this 
comprehensive plan the Post Office De- 
partment will not lose sight of the 
little fellow. The parcel post has 
proved a tremendous money saver to 
the big mail order houses which have 
been its chief patrons, and there can 
be no doubt that the advantages they 
have reaped in the way of a cheap 
delivery system have cost their small 
competitors more real money than has 
been saved by the retailers through 
their own patronage of the parcel post 
system. 

It is an undeniable and an undenied 
fact that the present parcel post rates 
are below the cost of the service, leav- 
ing a big deficit to be borne by the 
general taxpayers. It may be well. 
therefore, for the Post Office Depart- 
ment to defer the development of its 
new and comprehensive project until 
it has had the report of the commis- 
sion now seeking to determine what it 
costs to handle the parcel post and 
what fair rates for the service should 


be. 
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Perhaps if the big catalog houses 
were obliged to pay for the distribution 
of their merchandise what it costs 
Uncle Sam to handle it, the proposed 
enlargement of the present facilities 
might not appear to be so urgent. 


Paint Simplification Conference 


Important reforms are expected to 
result from the recent conference of 
the paint and varnish manufacturers 
and distributors, representatives of the 
National Retail Hardware Dealers As- 
sociation and the experts of the De- 
partment of Commerce, at which it was 
decided to eliminate at the end of 
the current calendar year many com- 
paratively unnecessary colors and sizes 
of paint packages. 

The following standardization pro- 
gram, presented on behalf of the manu- 
facturers by Charles R. Cook of the 
Cook Paint & Varnish Co. of Kansas 
City and president of the Paint Manu- 
facturers’ Association of the United 
States, was adopted by the conference. 

Half-gallon cans of all types to be 
discontinued, and all sizes smaller than 
half-pints except on stains, gold and 
aluminum paints and household enam- 
els. 

Two and three-pound cans to be elim- 
inated. 


Pints to be eliminated in house 
paints, flat wall paints and porch 
paints. 


All sizes less than gallons to be elim- 
inated for barn and roof paints and 
shingle stains. 

Shades and tints exclusive of black 
and white to be limited as follows: 
Floor paints, 8; house paints, 32; flat 
wall paints, 16; enamels, 10; porch 
paints, 6; roof and barn paints, 4; 
shingle stains, 12; carriage paints, 8; 
oil stains, 8; varnish stains, 8; spirit 
stains, 14; oil colors (including black, 
but counting the several shades of a 
single color as one color), 32; archi- 
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tectural varnish (interior and exte- 
rior), 10; marine varnishes, 4; miscel- 
laneous, including all not specified be- 
fore, such as japan driers, asphaltum, 
and so on, 28. 
Hoover Speaks for Consumers 

Secretary Hoover, who addressed the 
convention, urged its members to bear 
in mind that, while simplification in 
the paint industry is directly a prob- 
lem of the manufacturer and distribu- 
tor, nevertheless the consumers’ point 
of view must not be overlooked. The 
function of the Department of Com- 
merce in such a movement, he said, is 
“to represent the consumer in coop- 
eration with the industry.” 


Automobile Output Breaking All 


Records 


The Department of Commerce at 
Washington, D. C., has just issued a 
report showing that the output of pas- 
senger cars in. March was 318,424, 
while 21,815 trucks were turned out 
last month. This is 64,004 cars and 
trucks in excess of the former record 
made in June of last year. Half a 
dozen or more makers of the standard 
cars say their output for the remainder 
of this year is about sold up. 


Tron Puddlers Get Raise 

The recent successive advances in 
prices on common iron bars are re- 
flected in an advance of 50 cents per 
ton in wages of iron puddlers for May 
and June over the rates paid in March 
and April. Records of sales of iron 
bars made in March and April show 
that the average price of these sales 
was 2.31 cents per lb., the highest aver- 
age on iron bars for three or four 
years. 
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Coming Hardware Conventions 





HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Columbia, S. C., May 
8, 9, 10, 11, 1923. T. W. Dixon, secretary- 
treasurer, Charlotte, N. C. 

ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, May 8, 9, 10, 1923, Mar- 
ion Hotel, Little Rock. L. P. Biggs, secre- 
tary, 815-816 Southern Trust Building, 
Little Rock. 

LOUISIANA RETAIL HARDWARE AND IMPLB- 
MENT ASSOCIATION CONVENTION, Alexandria, 
May 14, 15, 16, 1923. R. D. Nibert, secre- 
tary, Bunkie. 

SOUTHEASTERN RETAIL HARDWARE 
IMPLEMENT ASSOCIATION CONVENTION, 
ering Tennessee, Alabama, Georgia and 
Florida. Auditorium Armory, Atlanta, Ga., 
May 15, 16, 17, 18, 1923. Walter Harlan, 
secretary-treasurer, 701 Grand Theater 
Building, Atlanta, Ga, 

MISSISSIPPI RETAIL HARDWARD AND IM- 
PLEMENT ASSOCIATION CONVENTION, Jack- 
son, May 16, 17, 1923. H. S. Chilton, sec- 
retary-treasurer, Starkville. 


AND 
Ccov- 


AMERICAN IRON, STEEL AND HEAVY HARD- 
Drake 


WARE ASSOCIATION CONVENTION, 
Hotel, Chicago, May 15, 16, 17, 1923. A. H. 
Chamberlain, secretary-treasurer, Mar- 


bridge Building, 34th Street and Broadway, 
New York. 

PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Amarillo, Texas, 
May 14, 15, 1923. C. L. Thompson, secre- 
tary-treasurer, Canyon, Texas. 

NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, Richmond, Va., June 18, 19, 
20, 21, 22, 1923. Headquarters, Jefferson 
Hotel. Herbert P. Sheets, secretary-treas- 
urer, Argos, Ind. 

WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Missouri 
Theater Building, Kansas City, Jan. 15, 16, 
17, 1924. H. J. Hodge, secretary, Abilene, 
Kan. 

KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION, Louisville, Jan. 24, 25, 1924. 
J. M. Stone, secretary-treasurer, 202 Re- 
public Building, Louisville. 


MOUNTAIN STATES HARDWARB AND IMPLE- 
MENT ASSOCIATION CONVENTION, City Audi- 
torium, Denver, Colo., January, 1924. W.W. 
McAllister, secretary-treasurer, Boulder, 
Colo. 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Milwau- 
kee Auditorium, Feb. 6, 7, 8, 1924. George 
W. Kornley, manager of exhibits, 1476 
Green Bay Avenue, Milwaukee. P. J. Jacobs, 
secretary-treasurer, Stevens Point. 


INDIANA RETAIL HARDWARE ASSOCIATION, 
INC., CONVENTION AND EXHIBITION, Cadle 
Tabernacle, Jan. 29, 30, 31, Feb. 1, 1924. 
G. F. Sheely, secretary, Argos. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Sherman, Chicago, Feb- 
ruary, 1924. Leon D. Nish, secretary- 
treasurer, Elgin, Ill. 


Iowa RETAIL HARDWARB ASSOCIATION 
CONVENTION, Des Moines, February, 1924. 
A. R. Sale, secretary-treasurer, Mason City. 


Reading matter continued on page 124 














May 10, 1923 


HARDWARE AGE 


123 
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Complete 
Line of 
Aluminum 
Cooking 


Utensils 





The Service Behind the Goods 


A Permanent Source of Supply 








Established 


The Aluminum Products Co. La Grange, Illinois 
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Attractive Fernald Displays 


Small articles, compactly packed in 
cartons which occupy little space on the 
counter, or fastened to or into easel-backed 
cards, are particularly effective in bringing 
the merchandise displayed to the attention 


Stops the Noise 


of the customer. Appreciating the effec- 
tiveness of this means of display, the 
Fernald Mfg. Co., North East, Pa., has de- 
veloped a number of attractive displays of 
its line of automotive specialties, including 
a crank holder for Ford cranks, (put up in 
dozens on easel-back cards, similar to the 
Auto Door Anti-Rattler card) a cap for 
Ford Radiators (displayed in half dozens 
on a similar card) and Wind Shield Mir- 
rors, Brake Rod Anti-Rattlers and Steering 
Arm Shock Absorbers and Anti-Rattlers, 
put out individually, boxed in self-selling 
cartons, whose inside covers instantly sug- 
gested the use and usefulness of the ariicle 
and told its price. In addition to the self- 
selling cards and cartons, attractive cards 
for window store display have been pro- 





duced for some of the specialties, a unique 
one that flags the attention of most 
motorists being a cut-out card on which 
the Steer-Aids and the Brake Rod Anti- 
Rattlers are shown in the places where they 
are used on the car itself. Attractive, 
three-color display cards featuring both use 
and price are used to create interest in 
foot board mats and running board mats, 
manufactured by the same company. 
Beside these automotive specialties, the 
Fernald Co. also manufactures. several 
popular priced articles of household use, 
including Flexible Steel Floor Mats, House- 
hold Racks, Sweeping Pans and Christmas 
Tree Holders. The size and shape of these 
does not admit attaching them to self- 
selling cards or packing them in self-selling 
cartons, but -in each instance dealers 
handling them are furnished with snappy 
signs, printed in colors, to use in connection 
with their display. For the Christmas Tree 
Holder a striking three-color sign, clamped 
to the top of the holder, has proved highly 
effective in getting brisk action during the 
comparatively short time in which this 
article can be sold. 
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Adjustable Hack Saw Frame 
Promises to Be Popular Tool 


The “Help-U-Out” Hack Saw Frame, 
made by Geo. H. Wilkins Co., 180 N. 
Market St., Chicago, Ill., has a number of 
unique features which greatly increase its 
usefulness and which should make it a 
very popular tool with all hack saw users. 
The frame, as may be seen from the 
accompanying illustrations, may be so 
adjusted as to permit its use in crowded 
and awkward places which otherwise would 
be entirely inaccessible or only reached 
with great difficulty and inconvenience. 
Because of this adjustable feature, the 
frame incorporates probably the most im- 
portant improvement in hack saw _ con- 





struction since the original type was 
established. When adjusted for example, 
to take a 3 in. blade, the handle allows the 
spanning of obstructions, and the reaching 
behind projections, etc. Wherever the 
space will permit a stroke of 2 in. pipes 
can be cut, protruding nails, bolts or pins 
removed, rusty nuts split open, burned 
manifold or exhaust connections cut and 
a hundred and one similar jobs done in a 
few minutes where hours would otherwise 
be consumed fussing with useless pliers or 
wrenches and where hammer and cold 
chisel would not be used. Broken blades 
can be used to advantage by simply draw- 
ing the temper on the broken end and 
punching a hole. The tension is above 





the frame out of the path of travel of the 
blade. The steel pistol grip is hollow, 
affording a light comfortable hand hold 
with the right “hang” to it. The saws, 
which are designed to retail at a popular 
price, are packed in individual boxes, with 
nine boxes and one neat counter display 
in a carton. 


Attractive Cap and Set Screw 
Assortment 


The Cleveland Wrought Products Co., 
Cleveland, Ohio, has recently placed a new 
cap and set screw assortment on the mar- 
ket. The assortment, which is based on an 
analysis of the sizes most frequently de- 
manded, contains 300 screws, divided into 
25 small boxes of 6 to 30 screws each, 
comprising 90% of leading sizes. As the 
boxes are sold they can be easily replaced, 
keeping the assortment always complete. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


SEEEEETEETraressssssssseseses ses ssseseessesctescizes res teeteeee setts 








seeeeensenecensens 
Eijiisissisaieiss 


mal 









SZEEESTEEESEEEEETESSIESSEIIESIEESI TEESE iteaitaas 


Seamless Oil Feeder Has Ingenious 
Features 

Gustave Lidseen of 832-846 S. Central 

Ave., Chicago, Ill, is marketing a new 

product, known as the G. L, all welded Push 





Bottom Oiler. This, being a push bottom 
oiler, the positive force feed feature is 
missing, and in its place, Mr. Lidseen has 
incorporated another clever and _ simple 
device. The bottom of the can, instead of 
being manufactured of spring steel, is made 
of soft steel and is actuated by a section of 
clock spring. ‘This assures the user that the 
bottom will never stay pushed in, and will 
not fracture as in cans where high carbon 
steel is used, thereby overcoming the pres- 





ent objection to the ordinary spring steel 
push bottom. In addition to the above 
features, the G. L. Oiler is made from heavy 
steel, is all welded, has large opening for 
filling, and spout is connected to can by 
Lidseen curved flanges, and locking mem- 
bers. This oiler was designed to satisfy 
the demand for a high grade low priced 
oiler; one which would stand abuse, 


Columbia Ignitor in New Jacket 


For many years the trade has been fa- 
miliar with the red and white color design 
of the Columbia Ignitor. Since the advent 
of the Columbia “Hot Shot’’ Battery, how- 
ever, the National Carbon Co., Inc., felt it 
desirable to so change the color scheme of 
the Columbia Ignitor that it will be com- 
parable with their “Hot Shot” in both color 
and design. First shipments of Columbia 
Ignitors with the new jacket were begun 
on March 1, 1923. The colors of this jacket 
are gray, red and blue—similar in all es- 
sential details to the “Hot Shot” colors. 


Reading matter continued on page 126 
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Like a Phantom Hand 


Swiftly, silently,completely—like a powerful phan- 
tom hand—the R-W Door Closer and Check shuts 
any door. There are six sizes, meeting every re- 
quirement from light screen doors to heavy out- Showing 


the simple 


side doors which close against a strong draft. adjustment of 


closing pressure 


R-W Door Closer and Check 


has many exceptional features that serve to exemplify its superiority. Among these 
are its easy adaption to either right or left hand doors by merely swinging the arm; 
the simple adjustment of the closing pressure by means of a single milled screw— 
without the aid of tools; a spring that cannot possibly be wound beyond the safety 
limit; the high lubricating qualities of its special liquid, and its absolutely leak- 
proof construction. Attachable by flush, corner or soffit brackets. 


Write to Dept. A for illustrations and complete descriptions. 


“ia, | : h rd Wi fe | ‘Mi ion 

ew Yo ’ icago 

Boston 1C a S- 1 cox’ 0. Minneapolis 
AHaneer for any Door that Slides.’ Pus Omaha 





Philadelphia 
Cleveland Kansas City 
Indianapolis AURORA, ILLINOIS,U.S.A. Recents 
©. Leute RICHARDS-WILCOX CANADIAN CO. I? Sen Franciece 
(803) Winnipeg LONDON, ONT. Montreal 





lie , 











126 


New Oil Burner for Furnaces 


The Oil-O-Matic heating plant, manufac- 
tured by C. U. Williams & Son, Blooming- 
ton, Ill., may be installed in any furnace 
by removing the grates and lining the in- 
side with fire brick. Fuel oil is used 
although it is claimed that kerosene, 
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distillate or gas oil can be used success- 
fully without any adjustments. An auto- 
matic gas valve is provided to do away 
with the continuous pilot light. A meter- 
ing pump has been patented which accurate- 
ly measures and controls the supply of oil 
to the atomizing chamber without the use 
of needle valves or small openings. The 
atomizing pump does away with pre- 
heating the oil. A safety switch provides 
for every emergency. 





Folding Gas Stove Will Appeal to 
the Housewife 


The Callahan Patented Folding Gas 
Stove, made by Welbach Co., Gloucester, 
N. J., is one of the latest improvements in 
kitchen equipment. Folding snugly away 
against the wall when not in use, it is 
especially designed for kitchens and 
kitchenettes where space is limited. Its 
sturdy construction and ample cooking 
space give a service just as efficient as a 
large range. The cooking top of the Calla- 
han is 22 in. deep by 25% in. wide, 
large enough to hold conveniently a small 
separate oven for baking purposes. There 
are four burners, three of ordinary size and 
one giant burner. The stove is also 
equipped with a deep drawer of pearl gray 
enamel which can be easily removed to 
clean. The enamel top cover is an unusual 
feature. It is used to cover the stove when 
it is folded away, keeping dust and dirt from 














collecting in the burners, gumming and 
clogging them. When the stove is in use 
the cover supplies a necessary and easily 
cleaned splasher, or it may be folded down 
over the stove making a smooth table top, 
convenient to work on and very easy to 
clean. The folding top cover and the deep 
drawer under the burners are finished in 
pearl gray enamel, cool and clean in ap- 
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pearance. The finish on the castings is 
durable black Japan. The unique feature 
of the stove, however, is the fact that it 
may be folded down against the wall. 
When “put away” it extends from the 
wall only 7 in. and is completely covered 
by the gray enamel top cover. In new 
houses it can be installed so as to be flush 
with the wall when folded down. An 
automatic valve, in axial alignment with 
the bearings of the stove automatically 
shuts off the gas from the range cocks when 
the stove is folded down, entirely removing 
any danger of their being accidentally 
turned on. Wherever there is a gas con- 
nection the Callahan can be installed. Its 
useful service is by no means limited 
te kitchens and kitchenettes, but will prove 
invaluable in nursery, laundry, etc. The 
summer cottage at the shore or in the 
ccuntry will be the better equipped for 
the installation of this convenient stove. 
The stove is packed in a heavy case, com- 
pletely assembled and ready for installation. 
No special tools are required to set it up 
end the directions that accompany it are 
clear and easy to follow. 


Special Steel Used in Crecoite 
Tools 


In the creation of Creco-ite Steel, the 
Marion Tool Works, Inc., Marion, Ind., has 
developed a metal in its own laboratory 
for the express purpose of manufacturing 
steel tools to supply the demand for general 
utility tools that will meet severe service 

















at moderate prices. As an introductory 
line, the company has standard tools that 
are in general use, such as Adze Eye Nail 
Hammers, Half, Shingling and Claw 
Hatchets, Scout Axes, and Ball Pein Ham- 
mers. Hammers are full weight, well 
shaped and balanced. The Hatchets and 
Scout Axe blades are sharpened and true 
and improve with grinding. Careful at- 
tention is given to hardening and temper- 
ing, and each tool is rigidly inspected. 
All tools are guaranteed as to quality of 
meterial and workmanship. The full polish 
is mirror finish. On black finish the best 
grade of Black Lacquer that is rust proof 
and will not rub off is used. All Hammers, 
Hatchets and Scout Axes are fitted with 
selected hickory handles, wedged with one 
hard-wood filler wedge, this wedge then 
being secured by steel cross wedges, which 
will prevent loose handles. 
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Liberty Brings Out New Hot Spot 


The Liberty Gauge and Instrument Co., 
Cleveland, Ohio, has just announced a 
new addition to its electrically operated 
hot plates. It is called the Hot Spot and 
is designed to meet the demand for a high 
quality plate at a reasonable price The name 





is well chosen for this new plate is said to 
maintain an intense heat. The frame and legs 
are of steel, copper plated, then nickel 
plated. The element base is pure white 
porcelain composition. Element is genuine 
Nichrome. Construction throughout is the 
finest that advanced electrical engineering 
zan specify. The Liberty Gauge & Instrument 
Co. is using an unusual and daring adver- 
tising campaign to introduce the Hot Spot. 
It is featuring a devil backing away in 
terror from the Hot Spot and the slogan 
“Hotter ’en ‘ell” is creating a lively in- 
terest. 


Display Fixture Sells Hardware 

One of the biggest problems in retail 
merchandising is the devising of means of 
focusing the attention of prospective cus- 
tomers upon the special things which the 
merchant most desires to sell. The Dayton 
Display Fixture, made by The Dayton Dis- 
play Fixture Co., Dayton, Ohio, was de- 
signed as a means of overcoming this prob- 
lem, in that it presents merchandise in an 
advantageous and attractive manner. As 
may be seen from the accompanying illus- 
tration, the display fixture has four levels, 
thus enabling the hardware merchant to 
prepare a diversified display, which occu- 
pies no more room than would ordinarily be 
taken up by the usual display table or 
counter. The fixture is based on the sound 
idea that if it is a good plan to make a 
display on one level, it is obvious that it 
will be four times as effective to display 
on four levels. The fixture illustrated is 
28 in. wide by 107 in. long, and is known 
as Model A-39. The same fixture, in Model 
No. A-34, may be had in lengths of only 71 
in. where preferred. The company also 
makes a single sided fixture which is de- 





signed especially for use against the wall. 
The fixtures are constructed of _ steel 
throughout and the standard finish is olive 
green, although a white enamel finish may 
be secured where desired. The fixtures are 
very strongly built, and in tests made by 
the manufacturer have supported weights 
of 3200 lb. without showing strain. 











